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INLAND EMPIRE 
A recent visit by a Montclair resident 
to the mall turned out to be a trip that 
saved his life. 
While scouting shops for bargains and 
fashions, the resident decided to stop in for 
a health check at a new type of clinic at the 
Montclair Plaza called Testing 1-2-3, which 
opened in mid-June. Doctors ran a few 
quick tests and sent the resident directly to 
the emergency room of the local hospital. 
The patient, it turned out, had a whop-
ping cholesterol level of 400, more than 
double the normal range of 100-200. Doc-
tors, who tested him, said the man could 
have died at any moment. 
Ironically, when the shopper walked into 
the clinic he said he felt fine. 
The case illustrates a point medical pro-
fessionals have long been making. They 
have suggested that the only way to control 
escalating health care costs is through pre-
ventative medicine. Several hospital ad-
ministrators who have established such 
mall clinics as Testing 1-2-3 -- which pro-
vides everything from colon cancer tests to 
mammograms -- said such facilities may 
provide a partial solution. 
Preventative Medicine 
The Testing 1-2-3 clinics are operated by 
a Woodland Hills firm, E.N. Phillips Co. 
The company approaches hospitals and of-
fers to operate the clinics, which provide 
free health screenings. Phillips plans to 
have 13 clinics operating by late 1991. 
At $15,000 per month, however, the 
clinics are not cheap. The hospitals must 
pay for mall space and provide doctors and 
nurses to staff the facilities. But if the doc-
tors find that a patient is in need of further 
medical care, they suggest a follow-up of-
fice visit or even a trip to the hospital. 
That alone, while seemingly a good way 
for hospitals to drum up business, would 
hardly warrant a story, except for one fact. 
Doctors at the clinics have been finding a 
staggering percentage of people with dan-
gerous health problems. 
In two weeks of operation, fully 12 per-
cent of the people screened at the Montclair 
clinic had dangerously high test results in 
such areas as cholesterol and blood pres-
sure. 
"Fortunately, we have been able to identi-
fy potential life-threatening problems and 
Please See "Mall" Page 3 
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THE CHINA SYNDROME -- INVEST NOW OR 
HOLD YOUR BREATH 
by Professor Marshall H. Shen 
Last March. Cal Poly Pomona Professor Marshall Shen gave nine of his students an 
unusual assignment: write a letter to China's top leaders. With the students' input, 
Shen, who holds a doctorate in Chinese and Asian affairs which he received at UC Riv-
erside, wrote the letter and sent it to China. He expected little more than aform letter 
in retura. 
Instead, Chinese Communist Party General Secretary Jiang Zemin, the country's 
highest ranking leader next to Deng Xiaoping, sent back a detailed 10-page response.lt 
covered everything from China's official position on the Tian An Men Square massacre 
to its desire to continue attracting foreign investment. 
Shen and his students were invited to the Chinese Consulate in Los Angeles for a 
well publicized unveiling of the letter. The event was covered by all the local papers 
and television media. Shen even met privately over lunch with Chinese diplomats and 
officials to discuss the details of Jiang's letter. 
Over the biller objections of business, 
the Air Quality Management District 
passed a strict new rule that greatly tight-
ens pollution requirements. 
The rule, which ushers in a drastic re-
duction of "emissions reduction credits" 
companies have accumulated, will have a 
major impact on Inland Empire business-
es. Whether that impact will be positive 
or negative, however, is a matter of de-
bate. 
Inland Empire executives, who strongly 
opposed the new rule, say it is patently 
unfair and harmful to business. They say 
that the new rule is oarticularlv damaging 
to the Inland Empire becau e il will deter 
companies from relocating to San Bernar-
dino and Riverside counties. 
AQMD officials contend that quite the 
opposite of preventing companies from 
relocating to the Inland Empire, the new 
rule will help them to do so. The new 
rule, they say, corrects an inequity in air 
pollution regulation that has plagued In-
land Empire businesses since 1976. 
Pollution Credits 
The change in what is called the New 
Source Review (NSR) rule, or Regula-
tion XIII, involves "emission reduction 
credits." Companies, which cause air pol-
lution, have to meet AQMD standards for 
emissions. If they manage to keep their 
emissions below a certain level, they earn 
pollution credits. 
Companies can, and often do, sell those 
credits to other firms which have exceeded 
their pollution limits. In addition, when 
companies want to relocate more than 
five miles away from their original loca-
tion, they may need to spend those credits 
Please See "AQMD" Page 3 
But when the event was over, the media went home, and the incident was all but for-
gotten. Save for a few quotes, Shen has not spoken publicly about his interpretation of r-----------------, 
the Chinese leader's response. Inland Empire Housing Market 
We asked Shen to answer the questions: "Should local business leaders begin rein- Region Median %Change% Change 
vesting in China? How should they do it?" Following is the response he wrote exclu- Price In Price In Sales 
sively for the Business Journal: from from 
. Amidst the h?Cpla surrounding Jiang's unprecedented response to our letter, no men-
uon was made m the American press of China's unmitigated desire for industrialization 
and mode~ization. In his letter, the general secretary declared: "Far from rejecting ad-
vanced science and technology, modem managerial expertise and the fine cultural fruits 
created in the capitalist world, we have consistently indicated the need to learn and ab-
sorb them." 
Please See "China" Page 3 
May '89 May '8 9 
Calif. $196,094 -2.5% -11.2% 
Riverside 
S. Bern. $132,951 8.1% -4.5% 
Source: California Assn. of Realtors 
Please See Story Page 5 
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"The most 
successful 
manag ~[o~o:;~p;a::;~fs"':~:nl 
PETER F. D RUCK ER . Profcssur 
I" he Claremont Gt aduate S( h0ol 1971 pt e~em 
We offer the working 
manager two master's 
degrees 
• Executive M.B.A. 
• M.A. in Management 
two post·master's 
degrees 
Executive 
Management 
• Advanced Executive 
M.B.A. 
• Ph.D. in Executive 
Management 
Program 
THE PETER F. DRUCKER 
GRADUATE MANAGEMENT CENTER 
T he 
Clar('mont For our brochure and class schedule, call 714 / 621 ·8193 or write the Executive Management Program, The Peter 
F. Druc ker Graduate Management Center, The Claremont 
Graduate School , 165 E. Tenth Street, Claremont, CA 
91711-6186. 
l '~ Graduate 
· lf1 chool 
------------------------~ 
Earning Money is 
HaidWorK 
Banking Shouldn't Be! 
Do you think you're getting the same treatment from 
your bank that big companies get? 
Community Bank is aggressively seeking cash cycle, 
capital expenditure credit relatio nships in the lower-
middle market: 
• Inventory/ Accounts Receivable Financing 
• Production Equipment Loans 
• Physical Plant Expansion Loans 
• Product Development Loans 
• Pro fessional Service Corp. Cap italization 
• Cash Management Services 
w e offer the best of both worlds; we're small enough to give you access to 
decision makers and big enough to meet significan t needs. 
Courier Se rvice Available 
Call fo r appointment or plant visitation 
BUSINESS BANKERS 
d 335 9585 Scott Burger 793-7575 
George Mcfe ries - Hank Battiste 350-0519 
George Vossbcrg 335-9585 . 
Beth Carlson 881-2323 Dtane IIuppman 793-7575 
Hector Gutierrez 881-2323 
COMMUNITY. BANK 
Inland Division 
Member FDIC 
Professor Marshal l Shen and his "gang of nine" 
Cal Poly students successfully communicated 
directly with Chinese top leader concerning the 
future of China in the arena of ··;orld business. 
TECHNOLOGY 
Cutting Down Meetin g 
Time with Computer s Page 4 
Two-day meetings can be slashed to two-hour 
gatherings by using computers to replace cum-
bersome flip charts and handwritten lists. 
REAL ESTATE 
Inland Empire Real Estate 
Market F lattening Out Page 5 
The Inland Empire has been feeling the effects 
of a statewide real estate slowdown, with local 
brokers having to hustle to make sales rather 
than "just take orders" over the telephone. 
AIR QUALITY 
Lockheed Move to Georgia Influenced 
by Pollution Rules Page 6 
Lockheed officials said their relocation of some 
operations from Burbank to Georgia was in-
fluenced by stiff AQMD ·tandards. 
· · BUSINESS VALUATION 
Figurin g Out Your Company's Worth 
is Risky Busin ess Page 8 
Hiring a professional appraiser or checking read-
ily available reference sources are good ways to 
determine the value of your business when you 
are ready to sell it, says columnist Rick Lam-
precht. 
AIRPORT BATTLE 
Ontario Wants its 
Airport Back Page 9 
Ontario International Airport has been managed 
by the Los Angeles Department of Airports, 
which also operates LAX, since 1967. But On-
tario officials are battling to regain control of it. 
FOREIGN TRADE 
Foreign Trade Zones Reduce the Cost 
of Doing Business Page 10 
Knowing the benefi ts offered by Foreign Trade 
Zones can save import/export companies big 
bucks. 
BUSINESS TRAVEL 
Setting up a Successful Meeting 
Page 13 
Hotel managers offer 10 steps to follow when 
setting up an important business meeting. 
JOINT VENTURES 
Joint Venturing Offers a Way For 
Small Landowners to Develop 
Their Property Page 14 
JUNE 28 - JULY 27 1990 
As land prices continue to skyrocket, joint ven-
tures -- where a small landowner puts up the 
property and a large builder develops it -- may 
provide a good solution. 
GUEST COMMENTARY 
Schools Can Better Prepare Students 
for the Business World Page 17 
Educator Ed Peltz explains how his Ontario 
school district teaches critical thinking to help 
students better prepare for entering the working 
world. 
SMALL BUSINESS 
SBA Loans to Inland Empire Business-
es Way Up Page 19 
Since 1988, Small Business Administration 
loans to Inland Empire businesses have doubled, 
and will continue to rise as new companies con-
tinue to sprout up in the area, says the local 
SBA director. 
EXECUTIVE COMPENSATION 
Populari ty of "Investment Risk" Com-
pensation Packages is Growing 
Page 21 
More companies are requiring executives to put 
their money on the line in connection with a 
new type of compensation package. 
.IDEAS FOR THE EMPIRE 
Forecasts for the 
Inland Empire Page 22 
Developers David W. Moore and AI Steward's 
Inland Empi.rc real estate predictions; Jack 
Bridgman's forecast on computers; TV Producer 
Norm Miller on inland Empire television and 
Frank Delany on the future of S&Ls in River-
side and San-Bernardino counties. Why 
PUBLIC RELATIONS 
Do So Many PR 
Campaigns Fail? Page 23 
By fai ling to properly define the target market, 
public relations and advertising campaigns often 
fall flat. Here's why. 
LEGISLATION 
State Senate Bill Would 
Harness AQMD Page 27 
Even Air Quality Management District officials 
support a bill that would make the powerful 
agency more accountable to business executives 
and the general public. 
FEATURES 
Close-Up, Shirley Links, Owner, Turner's 
Outdoorsman in Chino Page 17 
Newsmakers Page 15 
People, Places & Things Page 20 
Focus on Chino: Managing the Highest 
Growth Rate in the Western Inland Empire 
Page 24 
Answers for the Inland Empire: National 
Affil iate Stations in the Empire? 
Page 26 
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Mall Cont. From Page 1 
refer the individual to th . 
. . e appropnme health care provider," said John Rossfeld chief 0P~~tmg offlc~r of.~octors_' Hospital in Montclair, which funds the clinic. ' 
f eh Montclrur clmic, which has been averaging about 200 visitors per week offers 
ree c olesterol, blocxl pressure, blood sugar, pregnancy, eye and colon cancer che~ks and 
even mammograms. 
The first Testi 1 2 3 1· · · . 
19 
.. ng - - .c mic ~as e tabhshed m Palm Springs next to a KMART in 
. 88. That facihty, a. soctated With Desert Hospital, screened 10,000 people in its first 
SIX ~onths of operauon and referred more than 20 percent of them to doctors or to the 
hospttal. 
re The Palm Springs clinic also introduced cardiac, glaucoma and skin cancer testing. It 
commended to 40 percent of people. tested for those ailments that they seek follow up 
care. And 80 people actually checked mto the hospital after being tested. 
Meets Resistance 
~he clinics were hard~y a hit with doctors at first. Kay Hazen, vice president of mar-
keu.ng for ~esert Hospital, told Healthweek Magazine that its doctors were initially 
agamst the tdea. 
"They felt w~ were indiscriminately screening people and scaring them stiff," Hazen 
told the magazme, a weekly trade publication. "We had to spend some time jawboning 
the staff to get them to believe in it." 
. In Montclair, doctors like the idea of detecting health problems before they become se-
nous, rather than after a life-threatening emergency develops, Rossfcld said. . 
The hospital plans to use its clinic to offer other health programs such as first aid and 
CPR classes as well as stop-smoking programs and pain management seminars. 
Othe_r Inland Empire hospitals have expressed interest in opening mall clinics, Ross-
feld ~a1d. And though those clinics would technically be competitors with the Montclair 
facdny, Rossfeld said he would like to see similar clinics operating because they are a 
better way of providing health care. 
With 4000 malls in California, if Rossfeld and others have their way, shoppers 
throughout the state could be picking up cholesterol charts along with new boots and de-
signer jeans when they visit the mall. 
China Cont. From Page 1 
In addition to his evasive answer to last year's Tian An Men Square tragedy, Jiang 
made several significant points regarding the return of Hong Kong in 1997 and China's 
hopes for reunification with Taiwan. The integration of the economies of Hong Kong, 
Taiwan and China would have a most significant and profound impact on China's indus-
trialization and mcxlernization effort. 
Hong Kong and Taiwan are two of the so-called "four dragons" --an elite group of in-
dustrialized states which also include South Korea and Singapore --that have the most 
dynamic and prolific economics, outside of Japan, in the Pacific Basin. Were these two 
economics successfull y integrated with the People's Republic, it would be no surprise to 
find China's industrialization and mcxlcmization drive significantly accelerated and depen-
dence on external investment and aid greatly reduced. 
With regard to Hong Kong, Jiang stated in no uncertain terms that the Chinese Com-
munist system "will not be practiced in Hong Kong after its return to the motherland in 
1997, and its capitalist system and way of life will remain unchanged .... laws currently 
in force ... will remain basically unchanged. Its status as an international financial center 
and free port will be retained .... " Jiang went on to state that the Chinese government has 
institutionalized these points "in legal form, thus providing a firm legal guarantee for 
the long-term prosperity and stability of Hong Kong." 
On Taiwan, Jiang declares that, "we have proposed to address the issue of reunification 
of Taiwan with the mainland [with] the same formula as used in the settlement of the 
Hong Kong issue, namely, 'one country , two systems."' Clearly, the reunification of 
Hong Kong and Taiwan with the Chinese mainland is extremely desirable. If realizable, 
it would have major domestic and international implications. 
Invest Now 
If American business has any real interest in investing in China, I think it should im-
mediately start to plan, prepare, and organize for it. What happened in Tian An Men 
Square last June, as tragic as it was, must be understood from a Chinese perspective. A 
civil libertarian outlook is not a part of the Chinese cultural tradition. Rejection of the 
tumultuous and often violent Cultural Revolution, that spanned the '60s and '70s, by 
current Chinese leaders is not equivalent to an acceptance of the American notion of hu-
man rights. Japan, which shares a s imilar heritage with China, understands this very 
well. That country is significantly ahead of the United States in its business and eco-
nomic ties with China. But for historical reasons, Americans still have the advantage. 
Following are a few key points to bear in mind in developing business and strategic 
plans for invesunent in China: 
0 Chinese appreciate cultivating lasting associations and relationships. Don't go in with 
the intention of making one-shot deals. 
0 Recruit cross-cultural professionals , those who are culturally and linguistically both 
Chinese and American, into your organization. 
0 The concept of "guanxi" (connections) is paramount in developing relationships with 
Chinese business people and officials. 
0 
Approach business relations and agreements with the Chinese with an "yi ju liang de," 
or "win-win," attitude. 
INLAND EMPIRE BUSINESS JOURNAL- PAGE 3 
THE KOLL CORPORATE CENTER - Moreno Valley development will be 
a $40 million, 32.8 acre mixed-use project located adjacent ot March Air Force Base in 
the City's CenterPointe Business Park area. Scheduled to break ground September 1990, 
the first phase of the project has three components: a 135,000-square-foot multi-tenant/ 
in~us~ial building, a 63,000-square-foot office building, and a 26,000-square-foot retail 
bUlldmg. The redevelopment project is a joint venture with the city of Moreno Valley, 
the Koll Co. and the Keith Cos., and will ultimately create 2,000 local jobs. 
A QMD Cont. From Page 1 
to meet AQMD standards. 
Until the company accumulates or buys the necessary number of credits, it cannot re-
locate. 
In its ruling on June 28, the AQMD slashed accumulated credits by 80 percent. "Old 
e~is~ion credits [were] developed when pollution laws were much more lax," the agency 
said m a statement released after the vote. 
Business leaders cried fowl, saying the agency was changing the rules in the middle of 
the game. 
Inland Empire executives fear the rule change will have a particularly negative impact 
here. 
"We sincerely believe the NSR rule will have a much greater impact on the developing 
economy of the Inland Empire as opposed to the already mature economies within the 
L.A. basin," said Steve PonTell, president of the Inland Empire Economic Council. 
PonTell testified at the hearing and has followed the AQMD review process regarding 
the rule, which has dragged on for the last several years. At the request of the Journal, 
PonTell wrote a statement defining his views on Regulation XIII changes. 
The AQMD's stated goal in passing the rule is to reduce emissions by five percent, ac-
cording to the agency statement. That reduction is necessary to offset increased pollution 
from new businesses that locate in Southern California, the statement added. 
However, PonTell said as restrictions are tightened, there will be scant few businesses 
relocating in Southern California. And that will hurt the Inland Empire, where many of 
the new businesses would have relocated, he said. 
"We know of numerous companies that choose not to locate in the Inland Empire be-
cause of the unpredictability of the AQMD," PonT ell wrote in his analysis for the Jour-
nal. One company, Underwriters Laboratory, was considering the Inland Empire and 
could have brought 1200 jobs to the area, PonTell stated. Instead, Underwriters chose to 
relocate to Washington State because of strict SCAQMD standards, he added. 
Bill Kelly , spokesman for the AQMD, said the rule change actually helps businesses 
wishing to relocate to the Inland Empire. 
"Under the old rule, if you were to move from Long Beach to Riverside, you would 
have had to accumulate more emissions reduction credits than if you were to move from 
Long Beach to Torrance," he said. "This change levels the playing field." 
Kelly said he could not explain the inequity in the old rule, which was established in 
1976, because he did not work for the AQMD at the time. 
The AQMD, in its statement, said the new rule is designed to meet federal air-quality 
standards by the year 2010. 
COMBATING TITLE FRAUD 
With title insurance losses due to fraud and 
forged title documents exceeding $250 million 
annually, the industry is seeking new ways to 
counter the volatile and alarming problem. 
World Title Co., for example, is battling the ex-
plosive issue by offering employees cash boun-
ties for uncovering forged and fraudulent docu-
ments, while utilizing old time diligence and 
some basic detective work. "This may sound sur-
prisingly simple and old fashioned, but we train 
our staff carefully and tell them to be alert and dili-
gent in their work. Then we give them the time, 
incentive and equipment to do their jobs proper-
ly," says Jim Belardi, vice president and manager 
of operations for the San Bernardino County of-
fice of World Title (pictured left). 
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Using Computers 
To Support Meetings 
by Lorne 0/fman 
Assistant Professor of 
Information Science 
Claremont Graduate School [!] magine a dozen managers meeting to decide on a new product. Each manager has a 
number of ideas that might be 
successful. The group leader begins to 
list ideas on a flip chart, and soon has 
taped two pages to the wall. Then, the 
group begins to see commonalities in the 
ideas, and starts to write a revised list on 
a new flip chart. The leader asks each 
manager to rank the ideas in terms of po-
tential. The group agrees to meet the 
next day, after the leader has compiled 
the vote and flip chart notes. 
Now imagine this same group using a 
network of computers instead of cumber-
versity of Font Style Format Text Document 
Arizona ~m~~~~~~gg~~~~~~ir.Jimiffi~~~~~~~ii have t; 
noted 
that 
part-
icip-
ants 
m 
meet-
ings at 
their facility 
(which is similar 
to the CGS decision room) report savings 
of up to 50 percent in meeting time. IBM 
has installed 18 decision rooms in the 
United States as a result of joint work 
with the University of Arizona. 
The CGS decision room is located in 
the academic computing building at 
CGS and is operated by the information 
science department. 
For information or comments, readers 
can contact Professor Lorne 0/fman at 
(714) 621-8320. 
FREE TRAINING 
SEMINAR 
Other 
Software, Service And 
Computers 
6667 Indiana Ave. 
Riverside, CA 
(714) 787-4833 
Training on var-
ious MS 
Programs 
July 18th @ 8:00 am, t___---"~--;==================-----. 
1 0:00, 1 :00 pm and 3:00 
SSC has become a Microsoft Reseller 
Training Alliance (RTA). We are now 
authorized to train on Microsoft Product 
to better service our clients. 
For: 
Microsoft Windows 
3.0, Word for Windows, 
Excel for Windows, 
Project for Windows 
and Power Point for 
Windows 
somefl~char~.Therompure~are ~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~ 
able to access common software for 
brainstorming, consolidating ideas 
and ranking alternatives. Managers 
sit at keyboards and enter ideas that 
are displayed on screen. The group 
leader prints copies of the ideas, and 
uses the software to immediately 
edit, consolidate and print a revised 
list. The group is presented with the 
revised list, and each executive or-
ders the list to his or her liking. 
Within seconds, a summary of the 
rankings is displayed on the screen. 
Instead of waiting until tomorrow, 
the group can continue with the new 
product decision today. . . 
The scenario may sound futunsttc, 
but it is possible now. A facility like 
the one described above is in opera-
tion at the Claremont Graduate 
School. The CGS decision room was 
developed under a grant from IBM. 
It was the brainchild of Professor 
Paul Gray, the founder of the infor-
mation science department at CGS. 
Using IBM PS/2 model 70 comput-
ers, and IBM token ring network, 
public screens and GroupSystems 
software (by Ventana Corp., Tucson, 
Ariz.), the decision room . can ac-
commodate up to 16 executives. 
The data gathered using the soft-
ware can be analyzed in detail. For 
example, a ranking of producti?n 
managers can be co~pared wlth 
those of their marketmg counter-
parts. Or, another. ranking p~ocess 
can be quickly earned out to ?Iscov-
er how all team members view the 
importance of a set of ideas: The 
flexibility of the ranking ~o?l IS key 
for groups involved in deciSIOn mak-
ing. . . 
During most meetings, participants 
have an ongoing need to search for 
and analyze data, and refer to o~her 
textual and graphical informatl?~· 
To allow group members to partici-
pate in meeting functions and. ~t the 
same time have access to a~ditJOnal 
information, each work statiOn r_uns 
. a Windows environment. Multiple ~indows can be running a GroupSys-
tems software tool, a spreadsheet 
and a text processor concurrently. 
The environment can be p~eloaded 
to support a specific meet~ng, and 
can be used for ad hoc funcuons. 
Executives, managers, ~nd profes-
sionals in most organizau_ons spend 
many hours in group meetmgs. A re-
cent survey Qf executives revealed 
that on average, about seven hours 
a w~ek are dedicated to these typ~s 
of meetings. Researchers at the Um-
Success never comes easily. It takes years of hard work, insight and a personal 
dedication to excellence. . . mak fl · 
At American Airlines, we share that dedtcatton. And work hard to e yn~ 
as hassle-free as possible. Thats why ~usine5:5 travelers around the world depen 
on American for consistent high-quahty servtce whenever they fly. . . 
To ether American Airlines andAmeri~ Eagle~ se~e nearly 250 desunauons 
worldwfde. so if you're going places in busmess, let Amencan take you there. Call 
your Travel Agent or American Airlin_es AmericanAi• rlineS 
at (800) 433-7300 about your nex~ tnp. . . . . 
American Eagle• is a register~ ser;vice ~rk of ~encan Sornethtng special m the atr. 
Airlines, Inc., and is Americans reg•onal a1rline associate. 
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Inland Empire Real Estate 
Market Flattening Out 
Mi:roring a statewide trend, the Inland 
Emptre re~l estate market is flattening 
out, accordmg to Riverside and San Ber-
nardino real estate brokers. But other 
brokers say the market is doing just fine. 
"It's not like last year," said Larry Cab-
rera, administrator for Help-U-Sell, a 
real estate company which helps owners 
sell their homes themselves. 
Riverside County, where he said home 
sales were up 10 percent over last year. 
However listings in Riverside County 
have more than doubled since last year, 
Calhoon added. 
"A good indication of the market is 
that some real estate agents are getting 
out of the business," Calhoon said. 
S till, the Inland Empire residen-
"We're in a position where 
we're having to sell rather 
than just take orders," Cab-
rera added. 
"A good 
indication 
tial real estate picture is hard-
ly bleak, several people in 
the industry pointed out. 
John Russo, manager of 
Help-U-Sell branches in 
Mira Lorna and the city of 
Riverside agreed with Cab-
rera. "Last year in [Inland 
Empire] real estate, [brokers] 
Ira Norris of Upland's 
INCO Homes said the mar-
ketplace is "tough depend-
ing on the region." Howev-
of the market 
is that some real 
estate agents are 
getting out of 
the business ... " 
er, Norris reported quick 
sales for his new Victorville 
project and continued activity 
for his other Victor Valley develop-
ments . 
made money by not working hard. 
Now they have to hustle." 
Just as the state has been experiencing 
a slowdown in the housing boom, the In-
land Empire has also felt the pinch. 
At the California Building Industry As-
sociation conference in San Francisco in 
June, real estate brokers from all over 
the state were talking about the cooling 
off of the home buying market in Califor-
ma. 
And the Inland Empire has not been an 
exception . 
Listings are up 60 percent in the Coro-
na/Norco area, but home sales have 
dropped 28 percent, according to Ken 
Calhoon , regional manager of G rea t 
Western Real Estate . Though based in 
Norco, Calhoon is also responsible for 
Joseph Brady, president of Victorville-
based BRADCO, said most real estate 
agents and developers are still very 
"bullish" about the Inland Empire. 
Another broker, based in Riverside, 
said the Inland Empire is a buyers' mar-
ket rig.ht now. "It has slowed a li ttle," 
said Marie Hempy, broker/owner o f 
Shelter West Realty, referring to the In-
land Empire housing market. "But we 
don't think the market is going to depre-
ciate." 
As evidence, she said one of her 
agents already has managed to rack up 
S2 mill ion in sales this year. Last year 
her firm so ld three S650,000 homes in 
Riverside and just sold another recently. 
Meeting Your 
Expectations! 
King Room, 1'\eeting Room in our Executive $119 
Conference Center*, continuous coffee breaks, 
lunch, basic audio-visual. 1 • Per person per night 
Based on 6 or more guest rooms. Each additional (single occupancy) 
attendee not staying the night will be $40/ person. Based on availability. 
QARION Hm'EL 
2200 East Holt Boulevard • Ontario, California 
714•986·8811 
Having An Unpleasant Credit History Can Affect You For The Rest Of Your Life. 
But Beneficial Credit Clearing Can Improve Your Credit History. Enjoy The Buying 
Power That Is Essential For Today,s Economy. 
BENEFICIAL CREDIT CLEARING 
Call Today For A Free Consultation 
(714) 395-8559 
If You Have Been Denied Credit • Have Negatives On 
Your Credit Report • Have No Credit.• Need A ~redit 
Card • Have Problems With CollectiOn AgencieS or 
Experienced Bankruptcy We Can Help You. 
,-----· COUPON ·----~ 
i$50 OFF! 
I On Any Professional Credit I 1 Clearing Service. Not I 
1 Good With Any Other 1 1 Offer or Discount. I 
'------------------.) 
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Lockheed Move to Georgia Influenced by 
AQMD Enforcement 
A Lockheed Advanced Development Co. 
official said tough state pollution laws are not 
the main reason the Burbank division is mov-
ing some of its operations to Georgia and 
Palmdale. 
However, strict rules enforced by the South 
Coast Air Quality Management District do 
represent one factor that played into the deci-
sion to move, said Ross Hopkins, Lockheed's 
public affairs manager in Burbank. 
Over the next six years, the Burbank divi-
sion will move much of its local operations to 
Georgia. Hopkins said. During the same peri-
od, Lockheed plans to move some of its Bur-
bank operations to Palmdale. Lockheed oper-
ates a number of divisions in the southland, 
including one in Ontario, which is indepen-
dent from the Burbank division and is not 
connected with the moves. 
In Palmdale, Lockheed opened a new 
building two months ago for some of its clas-
sified military programs and is opening anoth-
er in July. Currently, Lockheed employs 
roughly 2000 workers in Palmdale, but that 
number will eventually jump to 5000, Hop-
kins said. 
The move comes at a time the Lockheed 
division in Burbank is operating at only 30 
percent capacity. Lockheed's fortunes parallel 
a nationwide decline being suffered by de-
fense contractors. And because of that de-
cline, Lockheed and other contractors simply 
have to cut costs, Hopkins said. 
Still, the decline comes at a time pollution 
rules set by the AQMD makes it even more 
expensive and difficult for companies to do 
business, Hopkins said. "But how many com-
panics are moving away just because of those 
standards is hard to say," he added. 
The cost of refurbishing its aging buildings 
in Burbank to meet new pollution standards 
would be prohibitive, Hopkins said. And fully 
30 percent of the cost of the new buildings in 
Palmdale went toward meeting environmen-
tal standards, he added. 
In mid-June, Northrop announced plans 
similar to Lockheed's to consolidate some of 
its Hawthorne operations to Palmdale. 
Companies, such as Lockheed and North-
rop, reflect an industry-wide trend toward 
consolidation caused mainly by declining 
military contracts, Hopkins said. But as they 
make their decisions to consolidate or move 
out of state, defen·se contractors are having to 
consider the cost of meeting AQMD rules. 
For their part, AQMD officials are respond-
ing to charges that rules are tough and un-
clear by holding workshops and hearings. The 
agency recently held public hearings on 
changes in Regulation XV. That rule requires 
employers of 100 or more people to submit 
ride-sharing plans. 
At the same time, a myriad of air-quality 
consultants are lashing out at businesses, 
warning them they should realize that the 
AQMD is here to stay. 
One such company, Los Angeles-based 
Technology Place, stated in a public release 
recently: "Some businesses are running away 
from it all as suggested by recent relocations 
of selected aerospace firms or as others are 
demonstrating by transporting their toxic 
wastes over the border." The statement was 
an apparent reference to defense industry 
companies relocating some or all of their op-
erations in other states. 
In response, Bill Kelly, SCAQMD spokes-
man, pointed out that in light of new regula-
tions, a number of pollution consultants have 
sprung up and are pitching their service. 
I 
i 
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When you go into your bank, do you sometimes 
feel like a very small fish in a very large pond? 
Does it seem like your banker is always busy 
helping his "Jaws" -size customers? While you're 
your business all the services and financial mus-
cle it needs. But we're personal enough to treat 
you like you really matter. 
To us, you're a big fish. You get vice presidents 
falling all over themselves to take care of you, 
JUNE 28 - JULY 27 1990 
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PRESENTING A CHANCE OF A LIFETIME OPPORTUNITY 
Cityopoly is a featured gift, game and accessory item in upscale 
department, toy, and specialty stores. It is also marketed through 
promotions in newspapers, charities, and radio and televisions 
stations. In every market Cityopoly has entered, the game has 
generated great community enthusiam and extensive media exposure, 
CASH BENEFITS FOR A LOCAL CHARITY! 
Fifty cents from the proceeds of each game sold will be donated to the 
Cripple Childrens Society. 
CITYOPOL Y PROVIDES: 
• An Exclusive opportunity for businesses to advertise and immor· 
talize their name and logo. 
• A creative avenue for highlighting your community's major points 
of interest, attractions, historic landmarks and prominent businesses. 
• A marketing vehicle for creating goodwill and expressing civic 
pride by promoting images that make your city or organization unique. 
• Charitable fundraising opportunties. 
WITH CITYOPOLY, YOU CAN COLLECT: 
• High impact/multiple impression advertising response. 
• The undivided attention of target buyers for hours on end as 
players ' concentration is focused mainly on advertisers' names and 
logos. 
• A return to time-honored family and civic values bring ing everyone 
together to play a game. 
INLAND EMPIREOPOLY 
CALL AND RESERVE YOUR GAME SQUARE TODAY! 
-Cityopoly is developed and marketed by 
Elusive Dream Marketing Services 
415 Tennessee St. • Redlands, California 92373 • (714) 793-7773 
~ 
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and top commercial bankers losing sleep trying 
to solve your problems. 
In fact, we'll make you a promise. If you want 
to make something happen for your business and 
we want it too, we'll find a way to make flapping your fins just trying to get 
noticed? 
Maybe you should swim over to 
friendlier waters. Independence 
Bank is a much more comfortable 
habitat. We're big enough to give 
INDEPENDENCE 
BANK- FOR BUSINESS 
it happen. 
If your big bank treats you 
like a little fish, come over to 
Independence Bank. It's a lot 
more fun being a big fish. 
MEMBER FDIC 
LOS ANGELES, BEVERLY HILLS, SAN FERNANDO VALLEY, CONEJO VALLEY 
JUNE 28- JULY 271990 INLAND EMPIRE BUSINESS JOURNAL- PAGE 7 
The Top Commercial/Industrial Construction Companies Doing Business In The 
Inland Empire Listed By Number of 1990 Inland Empire Projects 
Yeager Construction 
1995 Agua Mansa 
Riverside, CA 92509 
69 125 N/A Riverside Heavy Construction 
Highways 
Corona Interchange Jack Yeager 
President 
Fullmer Construction 25 40 1 Ontario Concrete Tilt-Ups North Wanamake Robert Fullmer 
1725 S. Grove Ave. Commerc. Bldg. President 
(714) 684-5360 
Ontario, CA 91761 Ontario (714) 947-9467 
Oltman s ConstructiOn 
10005 Mission Mill Rd. 
Whittier, CA 90601 
25 50 6 Whither Office, Medical & 
Industrial 
Prizio & Prizio 23 45 2 Fountain Valley Superflat Concrete Toys 'R Us Bldg.. David P. Pri110 
16480 Harbor Blvd. #101 Floor Constr .. lnds. McLachlan Fwy Bus. CEO 
Pic n Save, Rancho 
Cucamonga, Several 
Bldgs. for O'Donnell 
Robert Holmes 
Chairman/CEO 
(213) 948-4242 
Fountain Valley, CA 92708 & Tenantlmprov. Cntr. Ontario SDC (714)775-3366 
Berry Constructwn 
1921 W . 11th St. 
Upland, CA 91786 
13 28 1 Upland Commecial, 
Schools & 
Hospitals 
Reuben S. Ayala 
H.S. 
Chino 
Dowlton Berry 
President 
Birtcher Construction 13 N/A N/A Laguna Niguel Concrete Tilt-Up 3M West Coast Dist. A. Youngquist 
701 N. Haven #150 Highrise Office Center, Ontario President 
(714) 985-9661 
Ontario, CA 91764 Retil. R&D & Manfct. (714)945-2~HH 
Martin J. Jaska, Inc. 
10723 Bell Court 
Rancho Cucamonga, CA 91730 
12 17 4 Rancho 
Cucamonga 
Commercial/Indust. 
all phases 
YMCA, Harvey 
Mudd College, So. Cal 
Cinemas 
Martm Jaska 
President 
(714) 941-1500 
Riverside Construction 12 12 1 Riverside Infrastructure California Comm. Charles Harmon 
111 N. Main Center, Ontario President 
Riverside, CA 92501 (714) 682-8308 
G&W Builders 
557 Mercury Lane 
Brea, CA 92621 
10 36 1 Brea Metal Buildmgs Michelm Trre Co. Willy Woel.k 
Ontario Warehouse President 
(largest rie whs. in U.S.) (714) 529-9935 
Koll Construction 10 6 7 N/A Newport Beach Office/Warehouse Lak~side ~ow~r J. ~ills 
3350 Shelby #100 ProJect Tn-~Ity President 
Ontario, CA 91761 San Bernardmo (714) 944-1380 
Near Cal Corporation 
1230 N. Blue Gum St. 
Anaheim, CA 92806 
10 15 5 Anaheim Strip Centers 
Commercial 
Light Industry 
N/A Jackie Sklar 
Office Manager 
(714) 699-7525 
· 8 1 0 1 Corona Industrial Concrete rogressive ee one 
Terre Corpora!aon · Tilt-Ups Warehouse General Mngr. 
1530 Consumer Ctr. #B Riverside (714) 734-4230 Corona, CA 91720 
AI Shankle 
1150 N. Richfield Rd. 
Anaheim,CA 92807 
6 45 1 Anaheim Concrete Tilt-Ups Pepsi-Cola Plant m 
Riverside 
AI Shankle 
CEO 
(714) 682-0907 
6 38 1 Los Angeles Commercial, Tilt- p ommerc. . _ares _e son 
Lusk Parking Structrs. Haven & Arrow VIce-President 
2860 N. Sanitago Ste. 200 Rancho Cucamonga (714) 944-2520 
Orange, CA 92667 
Inland Contractor 
254 W. Stuart Ave. 
Redlands CA 92374 
5 5 2 Redlands Commercial Const. San Bernardmo 
Serv. Cntr of SC 
Edison Co. 
George Fikrle 
President 
(714) 793-3261 
· 1,150 1 New York Commercial, lndust. Kaiser asc _ Uim ~ 
Turner Constructaon 
5 
Health Care, Expansion, Fontana VIce-President 
575 Anton Blvd. #750 Structural Steel (714) 557-0404 
Costa Mesa, CA 92626 
Saffel & McAdam 
2995 East Main 
Irvine CA 92713 
5 20 1 Irvme Concrete Tilt Up 
Design-build 
Parking Struct. 
Mont. Ward 
Dist. Center 
Chino 
y 
President 
(714) 474-2300 
. . . 5 5 1 Riverside Concrete tilt-up Sn_ipto, o ai a~- amg~~ 
J.D. Dttfenbaugh Mid-rise office BUildmg. Fontana Exec. V. Pres. 
2375 Chicago Ave. (714) 684-2820 
Riverside, CA 92507 
Kiewit Pacific 
10704 Shoemaker 
s F s · gs CA 90670 
4 16 1 Omaha H y g g 
Water District SC Dist. Mang. 
(714) 657-6935 
1 Irvine Diversified Fwy Showrooms ayne war s 
Snyder Langston 4 
30 
San Bernardino Consl. Manag. 
3392-A Durahart St. Mission Sq. Riverside (714) 369-7140 
Riverside, CA 92507 
Nielson Construction 
3127 Jefferson St. 
c 92138 
2 35 g 
Buildings Building, Ontario VP ProJ. Mang. 
(619) 291-6330 
5 Highland Concrete Paving 1-5. I--W5 o crguson 
K ·1 Corporation 1 1 3 Interchange O.C. President 
as er (714) H84-4811 27400 E. 5th St. 
Highland, CA 92346 
Swine r ton & Walberg 0 10 Terminal LAX Ex ex. V .P. 
680 Wilshire Place #300 , 
Los Angeles, CA 90005 . . . If and to the best of our knowledge, the information supplied is accurate as of press time. ~he 
The list was prepared by the facility ltse , 'I bl Wh'le every effort is made to ensure the accuracy and thoroughness of the hst, 
dollar values of the total projects are not ~val a e. Pllease send corrections or additions on company letterhead to the Inland Em-
omissions and typographical errodrsEsom_etl~~sd oc~~~~rio CA 91764. © 1990 by Inland Empire Business Journal. 
LA Times Olympic Planet (213) 388-3900 
pire Business Journal, 3535 lnlan mplre v ., , 
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What's It All Worth? 
Apprising You On Appraisals 
by Rick Lamprecht 
. ;-!f~w do~ know.f'll ~et enough for my business if I sell 
ll . What ts a fatr pnce for the business I am thinking 
about buying?" 
. "If my business partner should become disabled or 
dte, .w~~t,would be m~ cost to buy his shares from his 
fa7ruly. If I should dte, how much must I insure for so 
my ~state doesn't all go towards taxes on the gain in 
busmess value?" 
Important questions? You bet. They've all been 
asked by each of us who owns a business. 
Business values are determined through a formal 
proce~s of valuation performed by a qualified business 
appraiser. 
"I~ you are a party to a buy/sell agreement, you are 
rely.mg o~ the accuracy of the value placed upon your 
busmess mterest," said Eli Yorba, President of Covi-
na-based Acquisition and Appraisal Co. 
Others have a stake in the accuracy and appropriate-
ness of the b~siness valuation as well, according to 
Y 0rba. The heus to the business interest all need to be 
assured of the fairness of the transactions. This could 
prevent a potential avalanche of lawsuits from heirs in 
the event they are dissatisfied with the transaction 
price. 
The appraiser should be a business professional who 
yo~ feel c~nfident will be available should you require 
ass1stan_ce m . court testimony ... and you just might. A 
word ot cauuon from Mr. Yorba: not all appraisers and 
appraisal processes satisfy the IRS; the IRS has its 
own guidelines regarding the methodology used to de-
termine fair value. The IRS is interested in taxing the 
transaction fairly ... no more, no less. 
There is no one formula or method for determining 
business value. This is because no one formula or 
method can fairly value all businesses. Each business 
and the industry it serves are unique. The American 
Society of Appraisers and the Institute of Business Ap-
praisers have guidelines helpful in making business 
appraisals. They can also provide names of qualified 
appraisers in your area who have me t their stringent 
requirements. 
The IRS provides guidance to appraisers and busi-
ness owners through revenue ruling and code sections. 
The most widely used revenue ruling is ruling 59-60. It 
states a sound bus iness valuation must describe all 
available financial data in addition to all relevant fac-
tors such as business history, outlook, financial condi-
tion, earnings and dividend capacities, intangible val-
ue, and the price of comparable transactions. 
The value of most businesses change from year to 
year, with the value hopefully increasing. Therefore, 
business valuation should be updated every 12 to 24 
months using recognized methods of determining val-
ue. 
Rick Lamprecht is the CEO of businessVJS/ON, a manage-
ment consulting firm that provides "business doctoring" and 
performance turnarounds. For reader comment, contact Mr . 
Lamprechl at (714) 855-6060. 
FOR THE MOST 
COMPLETE SERVICE-
LOCATING-FINANCING AND DE-
LIVERY OF YOUR NEXT 
LINCOLN-MERCURY CONTACT 
VERONICA 
REYNOSO 
FLEET MANAGER 
A DRIVE WORTH MAKING 
1840 E. GARVEY AVE. SO. 
W. COVINA 
(818) 966-0681 
{714) 623-4375 
lf! M_ai~tenance Company prov~des a quality service program for your cleaning needs. 
Our Jamtorzal employees are experzenced uniformed professionals who care about our clients. 
Your needs are our concern . 
Let us help you project a professional image and 11'IIJkL yoW' working atmosphere more enjoyable. 
Bonded and Liability Insured License# U5303704 
Commercial • Industrial • Residential 
~ Daily - Weekly - Monthly ~ Complete Maintenance ~ 
- - Window Cleaning- Floor Care- Carpet Cleaning 
and Customized Service ProJects 
Call for Free Consultation and Estimate 
(714) 781-4343 
Ask for John Bell 
P. 0. Box 20466, Riverside, CA 92516 
Norton Air Force Base: What's Planned 
When the Military Moves Out 
By Earl Goodwin/Norton Reuse Coordinator/Inland Valley Development AgenC} 
At first glance, Norton Air Force Base would seem a shoe-in for civilian use. 
Large ~0,000-squar~-foot warehouses dot its landscape. A 10,100-foot-long runway can accommodate any 
commercial plane flymg today. 
The base comes comp~ete with a -~~dem control tower, fire station and fully-equipped passenger terminal. 
!Vlore than ~~.900 m1htary and ClVIhan personnel report to work daily at Norton's own industrial park and 
Air Force facihties. Togeth.er, thex earn $250 million annually. 
By any account, .Norton IS practically a small city. 
. But that small city lacks a few of even the basic amenities necessary for a civilian community to func-
tlOn. 
For o~e .thi~g, the. ent~re base shares exactly one electric meter and one water meter. The entire electrical 
syste'? 1s m disrepair. Eighteen-to-22-foot-wide concrete streets, which criss-cross the base are far narrower 
than I.n most cities; Truck access is limited ana parki~g is almost nonexistent. ' 
As 1f that weren t enough, asbestos was used extens1vely when the base's major buildings were erected. 
The surrounding communities agree that the base must be converted to civilian use. When the Air Force 
moves out, it will cost the local economy $500 million annually. 
A well-thought-out plan to convert the base to civilian use is obviously important, then, but how will it be 
done, and who will manage it? 
The cities of Colton and Lorna Linda, together with the city and county of San Bernardino, all of which 
are located in the Norton area, have formed a regional agency to buy the base. By 1994, the cities of High-
land and Redlands may also join the body, called the Inland Valley Development Agency. 
The agency began its task by examining how other communities converted bases to civilian use. 
During the past 25 years, 100 military installations have closed throughout the country, eliminating a total 
of 92,000 jobs. Today, however, there are 130,000 people employed at those same sites. 
Still, not all conversions have been successful. The difference between success or failure can be summed 
up in the old real estate adage: location, location, location. 
Judging by what has happened in the past, the agency has a good chance of converting Norton to a civil-
ian airport. Of the 100 previously closed military bases, 77 have civilian airports now operating. 
Next to Norton's air facilities, is an industrial park. It includes eighty 25,000-square-foot warehouses and 
one that two-and-one-half times that size. The park also has three million square feet of additional building 
space. 
The base has a commercial center with a bank, gas station, fast-food restaurant, department and 100,000-
square-foot grocery stores. 
Rounding out the list of features is an 18-hole golf course, which will certainly be quickly put to civilian 
use. 
The Inland Valley Development Agency's conversion plan is nearly complete. Besides converting the base 
to a civilian airport, the agency plans to attract 12,500 new jobs to the area by ~e year 2000. According to 
the plan, those jobs should pay at least 10 percent more than the community average and should be created 
by companies at least 30 miles away or by the expansion of local companies. 
The agency recently completed studies which include: a 20-year-projection of airport activity and devel-
opment costs; future zoning and transportation needs and an inventory of the typ~ and condition of buildings 
on the base. 
The proposed civilian airport would not be a major passenger facility. It is too close to Onta?o Airport to 
attract any major carriers. It will not be an air-freight hub. Its location in the east valley puts It well out-of-
range of freight-generating areas. . 
The airport will not be used much by small planes, which can fly in and out of nearby Rialto and Red-
lands airports, which together have enough capacity to meet that demand for the next 20 years. 
What remains are corporate and aviation uses. The buildings, runway facility and location make Norton an 
ideal site for t.he growing business of aircraft modification, overhaul and repair. 
With the state of today's commercial aviation industry, where many aging planes are more than 10-years-
old, airplane repair will be big business in coming years. . 
Lockheed Corps.' recent decision to come to Norton is a good example. The company's ef~orts will be la-
bor intensive, including 1,000 jobs in just one building. Also, Lockheed's work at the base will not lead to a 
lot of air traffic. As the planes undergo repairs, they will be in the "shop" at Norton for an average of six weeks. Lockheed 
plans to overhaul 30 planes per year. . . . . . If the Federal Aviation Administrauon rules that the area needs a CIVIlian airport as expected, the agency 
would likely be awarded the air facilities free, under the terms of current federal law. 
Federal law also allows for substantial price discounts for other facilities at Norton if they are used for 
public benefits. The agency plans to begin negotiations with the Air Force to buy the base about a year 
from now. Marketing Norton to the civilian sector will require a sophisticated, global approach. The conversion of 
Norton opens up a whole range of potential players in the east valley. 
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Ontario Getting Serious About Its Airport 
Howard Snider stood up at Ontario's city council 
chambers, looked around at the audience of about 50 
and smiled. 
The affable, gray-haired mayor recognized many of 
the ~aces from countless council meetings and public 
hearmgs. He greeted many by first name and encour-
a?ed them to come up and speak. Save for a 12-year 
htatus, Mayor Snider has been involved in Ontario city 
politics for more than two decades. 
And tonight was no different. It was just one more 
meeting - a public hearing - about a subject the 
mayor has made a personal mission: the fate of the On-
tario International Airport. 
That airport is under the control of the Los Angeles 
Department of Airports (DOA), which also operates 
LAX as well as airports in Palmdale and Van Nuys. It 
has been that way for 21 years. 
In 1967, the department and the city of Ontario 
signed an agreement that gave the OOA control of On-
tario Airport. One of the signatories of the contract was 
Snider, who was also Ontario mayor at the time. 
Now Snider, and at least some of Ontario's leaders, 
want the airport back. 
Snider and others say the DOA has been lax in its du-
ties and has failed to maintain and upgrade the airport. 
They cite figures -- agreed upon by both sides -- that 
show Ontario now handles 5.5 million passengers a 
year. 
That is one million more passengers than t~ose that 
use Orange County's John Wayne Airport annually. On-
tario was designed to handle only 2.5 million people 
each year. 
DOA officials counter that while 2.5 million is the 
"convenient and comfortable capacity," airport staff is 
managing fine in serving more than twice that many. 
They also say that they have been ready for years to 
expand the airport by building a new terminal, but On-
tario, Chino and other area officials have been squab-
bling and slowing down the process. 
DOA officials say that the troubles are behind them 
now and expansion plans and approvals are nearly set. 
The battle for control of the airport has been raging 
for years, and has intensified in recent months. In some 
ways it is a reflection of the type of conflicts bound to 
arise as the Inland Empire becomes an entity on its 
own -- ready to break its chains with its protective 
brother to the west. 
Wants "Divorce" 
Ontario originally entered into an agreement with the 
DOA because conditions were very different in 1967, 
Snider said. Back then, the Civil Aeronautics Board 
still regulated the airline industry. 
Before deregulation, the CAB used to have t_he 
power to decree where airlines could fly _and ~~1ch 
airports they could use. Snider said Ontano officials 
at the time did not feel they would be able to con-
vince the CAB to. allow major carriers to fly to Onta-
rio. . 1 Indeed, the 19-page agreement su~u ~tes ~t one 
point that th~ DOA would ask that_ its hsung wilh the 
CAB be amended to include Ontano. Under the tenns 
of the agreement, the DOA would now _operate Onta-
rio, provide management staff and keep ItS ?<>?ks. The 
DOA would also represent Ontario Atrport s mterests 
to the CAB. . · b th 
"It was a good marria~e a~. the _ume, with . o par~-
benefiting by the umon, Smder wrote m an_ arti-~~;s published in an earlier edi~ion of the B ~sw~ss 
Journal. "But like many m~ages that begm with 
high hopes, Ontario's union wtth Los Angeles has not 
worked. . . 
"I believe it is in the best mterest of my commum_ty 
that we file for divorce from the department of atr-
po:·:ever asking for a divorce is a lot easier _than 
And others, who have stepped into the debate, pro-
pose a myriad of solutions. Some want to sue the DOA 
for what they say are serious breeches of contract over 
the years. 
Another, who spoke at the hearing, and has been a 
vocal advocate favoring return of the airport to Ontario 
is John Quincy. His position in the debate is perhaps 
unique because he used to be the general manager of 
the Ontario Airport. His boss was the DOA. He also 
worked for the OOA at LAX at one time. 
Ontario is simply too congested with passenger traf-
fic, Quincy has said repeatedly. Ontario needs to get 
back the airport and start the process of upgrading the 
facility. · 
"The nice convenient, 'easy-in, easy-out' airport no 
longer exists," Quincy said at the public hearing. 
Quincy suggested that the city of Ontario, if it had 
control over the airport, could contract with a company 
to build a new terminal. The city could structure the 
deal in such a way that it would not have to pay any 
money up front The company would build the tenninal, 
and then lease it back to Ontario over a period of 
years, Quincy said, adding such deals are common in 
the industry. 
As to the airport's operation, Ontario could contract 
with a company such as Lockheed Corp. to operate the 
facility, Quincy said. He said a Lockheed division al-
ready operates Burbank's airport. 
Several of those at the 1 une hearing ~iJ that Ontanu 
is so crowded now that emergency services, such as 
ambulance and fire, have trouble getting through. 
"We're Coping" 
DOA officials deny those charges. In fact, they say 
they can handle the current number of passengers that 
pass through each year. 
"We're running at a clip that would put u~ at about 
5.5 million annual passengers this year, which is sub-
stantially over our comfortable and convenient capaci-
ty of about 2.5 million," said Michael DiGirolamo, On-
tario's airport manager. "The optimum design of this 
facility, however, is probably around six million annual 
passengers. 
"In other words, the airport terminal works the best 
when no more than 2.5 million people use it per year. 
But we're coping." 
The DOA has committed itself to beginning construc-
tion of a new tenninal by 1991. During an extensive in-
terview with the Journal, DiGirolamo said there are 
three reasons why the DOA has not yet started building 
a new terminal: 
Initially, the airlines "dragged their feet," he said. 
Later bureaucrats in Sacramento, who "wanted cleaner 
air" slowed down the process. Then ino began com-
plaining that it wanted quieter planes and has also 
threatened a lawsuit. 
"I think we've basically got all those problems 
solved," DiGirolamo said. 
Eventually, DiGirolamo added, the airport will ex-
pand to where it can handle up to nine million passen-
gers annually. (That figure, -incidentally, would still put 
Ontario's annual passenger load one million above 
what John Wayne expects to handle after its expansion 
is complete.) 
Ontario expansion plans call for an eventual increase 
of tenninal space to 550,000 square feet, compared to 
69,000 square feet today, DiGirolamo said. The DOA is 
ready to spend an estimated $225 million for the ex-
pansion, he added. 
Currently, 10 major passenger airlines and several 
freight operators serve Ontario Airport, DiGirolamo 
said. 
Stepping into the Ontario debate, Chino officials said 
they do not want to slow down the airport's planned ex-
pansion. They just want· to protect rights they said they 
may lose as expansion plans make their way through 
the OOA bureaucracy. 
The purpose of Chino's threatened lawsuit would be 
to challenge a noise compatibility study adopted by the 
DOA on May 9, 1990, said Chino city attorney Jimmy 
Gutierrez. The lawsuit would involve a set of compli-
cated noise and environmental standards. 
Put simply, however, Chino wants to make sure that 
the DOA perfonns a new environmental impact report 
and that quieter planes use Ontario. 
Money Is Key 
One major issue that the whole debate may event-
ually hinge upon is money. Both sides are asking ques-
tions such as: How much should Ontario pay if it 
bought the airport? How much profit did Ontario act-
ually make over the last 20 years? 
According to the DOA's 1989 annual report, Ontario 
generated a total profit of more than $30 million since 
1979. In that time, it suffered a loss only in 1989. 
Snider and others contend that the DOA has been 
making a huge profit on Ontario, but has failed to pump 
the money back into the airport in the fonn of improve-
ments. 
In yet another issue, the DOA is thinking about priva-
tizing Ontario Airport. The DOA's executive director, 
Clinton A. Moore, has been discussing the issue at pub-
lic meetings. 
Moore was out of town and unavailable for comment. 
Ontario Airport spokesman Dennis Watson said: "I 
think the DOA might consider selling it [the airport]." 
Maintaining a corporate apartment in California is the. ideal. way to ease the transitio~ of relocating 
employees. Breuner's FREE Relocation Service will take care of all the details. 
• Apartments available in most California cities • House keeping & maid service 
• Complete packages available including • Transportation information 
furniture, houseware, linens, appliances, • Area demographic & recreational information 
utilities & more! • Commercial office suites 
HOTEL ACCOMMODATIONS VS. CORPORATE APARTMENT 
Hotel 
Accommodations Daily Cost 
Single room $65 - 125 
Meals $25 - 35 
Total Cost- I Month Stay 
Monthly Cost 
$I950- 3750 
$ 750- IOSO 
$2700- 4800 
Corporate Apartment Daily Cost 
I Bedroom Apartment $30 - 50 
Groceries may be reimbursed 
Total Cost - I Month Stay 
Monthly Cost 
$ 900- ISOO 
200 
$1100-I700 
Breuners will work with your Relocation or Human Resources Direc!or to ~ssis~ with your company's relocation needs. 
For free information call 800-432-RENT (toll free m Cahfomta) or (818) 964-7158 
44 California Locations to Serve You!! 
. ~ Snider has been to numerous meetmgs. ~e:t~na~ ~~q~ested repeatedly that Ontario be allowed Northern California Breuners 
to buy back the airport. He has been tu~ed down ev_e- • Albany • son carlos 
Southern California 
• Anaheim • Morino Del Rey • Woodland Hills 
r time Most recently, the board of atrport comm•s- • oolyCitV • sanFranci~eo<2> Relocation Services 
s1oners.' the DOA's ruling body. voted S-O on Feb. 28 : ~=rd : ~~~:0:.1 o HOME AND OFFICE • 
to deny the the request. . • Mountain VIew • Santo Rota 800-432-RENT 
Ontario officials are by no means ~namrno~s _as ~o • oakland • Santa Claro (toll free in California) 
h to handle the airport issue. The City c?unctl I_s dl-1 : :::.,: ~~dova : ~=on (818) 964-7158 
• BeverlY Hills • North Ridge 
• Brentwood • Palm Springs 
• City of Industry • Pasadena 
• Costa Meta • Riverside NEVADA 
• Escondido • Son Diego (2) • Reno 
• Howthome • Shennan Oolcs • las Vegas 
• Long Beach • Torrance 
• Lo• Angelel • Tustin ?dw d with some councilmembers favonng. regiOna • Sacramento (2) • Walnut Creek (other states) 
~~n~~l of the airport, but opposing an outright pur- L------------------------------------------' 
chase of the facility. 
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Palm Springs Raceway 
Vote Expected =-
Look! Look! 
* 7.55 AC-Prime R. Cucamonga Loc-Tent Map App 
for 9 CM Zoned Lots. Discount For Cash 
The Palm Springs City Council is expected to vote in Septem-
ber on whether to approve development of an auto raceway that 
could generate $100 million per year for the economy of the 
Coachella Valley. 
* 9.11 AC-Prime Corner, Perris Area, Future 
Comml $3.78/ft-Motivated 
T~o~gh plans for the Palm Springs International Raceway include 
a dnvt~g school and automobile museum, most of the economic im-
pact wtll come from the ei?ht major racing events the raceway ex-
pects ~o host ea.ch year. MaJor events are those sanctioned by nation-
al racmg ?rgamzations such as CART, NASCAR, IMSA and SCCA. 
They typically attract an average of 50,000 spectators. For the 
Coachella Valley, this would translate to about 400,000 more visitors 
each year to the area. 
* 160 AC-Exec Cust Sites, San Diego County 
$4,800,000 
* 26 AC, Riv Cty $610,000 
George Realty Co. 
Palm Springs has had a budget deficit for the past four years, and 
the city has 
been using up 
reserves quick-
ly. According 
to a report is-
sued by the 
...... ___ _.;J-...., city manager in 
early June, the 
Rancho Cucan1onga Inc. 
(714) 980-2339 
Fax(714)987-2755 
What Is A Foreign Trade Zone? 
.,.,.,. 
E~­
<rr>-~ 
~ 
a.r:-
~w= - -- . "'"'u' ... ,•o• ,. , ... ~~.r ~9.·~~. ~~c~.lli 
city faces a deficit of $ 1.7 million in 1990-91. He 
said the city will run out of reserves in fiscal 1991-92 
and be forced to cut services unless additional tax 
revenue is found. The raceway would be the largest 
single new tax revenue source for the city, with the 
potential to generate $2.2 million annually. 
However, the commu-
nity is split over the race-
way issue . The council, 
which voted 5-0 last year 
to invite the raceway to 
apply, has changed since 
a city election focusing 
on slow-growth issues. It 
now includes members 
who ques tion the pro-
posed raceway's populari-
ty with residents. A large 
segment of the Palm 
Springs voting population 
is made up of retirees 
who often oppose eco-
The raceway 
would be the 
largest single 
new tax reve-
nue source for 
the city, with 
the potential to 
generate 
$2.2 million 
annually. 
nomic development. 
The business communi-
by Silvia N. Martinez-Cazon 
Federal law authorizes the creation of foreign-trade 
zones, the functional equivalent of what other countries 
call "free-trade zones." 
For certain businesses, FTZs can help reduce the 
cost of doing business in the United States. 
Generally, an FfZs is a warehouse or plant located 
near a U.S. Customs port of entry . 
Foreign or domestic goods may enter an FTZ without 
paying Customs duties or excise taxes. While in the 
zone, the merchandise may be stored, tested, sampled, 
relabeled, repackaged, displayed, repaired, manipulat-
ed, mixed, cleansed, assembled, manufactured , sal-
vaged, destroyed or processed without incurring any 
duty or excise tax. Although goods may not be sold 
while they arc in FfZ, they may be exhibited to poten-
tial buyers. 
FTZs may also be used to reduce the impact of im-
port quotas by either storing merchandise in the zone 
until a quota on entry is removed or by manufacturing 
in the zone a product which, although containing a part 
subject to a quota, is not itself subject to such quota. 
Other advantages provided by FfZs include: 
• Payment of Customs duties are deferred until the 
merchandise enters the Customs territory, thus giving 
businesses an additional source of cash flow while the 
merchandise is stored in the FfZ. 
• Imported goods stored in the zone and which are to 
be re-exported from the zone do not pay Custom duties. 
• In the case of products manufactured in the zone, 
there is the option of paying the duty either on the 
components, the finished product, or both. In many cas-
es, the duties on the finished product are less than 
those on the components themselves. 
• No duties must be paid on products which are de-
stroyed, damaged or become defective while in the 
FI'Z. 
• The cost of insurance premiums is reduced. 
• Exemption from state inventory taxes, and state and 
local ad valorem taxes is given to goods in the zone. 
• Goods may be stored in an FfZ indefinitely or until 
better market conditions are available. 
• FI'Zs are under the supervision of a district director 
(who is a local representative of the Foreign-Trade 
Zone Board) and the U.S. Customs Service. The district 
director is charged with the issuance of permits con-/ 
cerning the admission, handling, disposition and trans-
fer of the merchandise entering or exiting an FfZ. The 
U.S. Customs Service has access to the zone and upon 
the request of the district director, may supervise any 
transaction or procedure within the zone. 
FfZs operate as public utilities, which means that aJl 
services and facilities must be open to all who apply. 
Rates and charges for s.ervices, rendered by an FTZ, 
must be filed and approved by the Foreign-Trade Zone 
Board. The Board is the governmental entity which 
oversees FTZs. The Board consists of Secretary of 
Commerce, the Secretary of Treasure and the Secre-
tary of the Army. 
Subzones 
In addition to the designated general purpose FfZs, 
manufacturers may also seek a "subzone" status from 
the Foreign-Trade Zones Board of the U.S. Department 
of Commerce. 
Subzones are special purpose zones established as ty supports the raceway, which has been endorsed by 
nearly every local business group or association. part of a zone project for a limited pur-~~~~~~~~~~~~~~~~~~~~~~~~~~ pore whkh cannru be accommoda~d 
within an existing zone. 
QU/CKTAKE 
Del Webb Submits Plan For Adult Community 
Del Webb Corp. has submitted its specific plan ap-
plication for an adult community in the Coachella 
Valley to the Riverside County planning department. 
The plan calls for Del Webb's Sun City in the 
Palm Springs area to be a 1574-acre site in an unin-
corporated portion of Riverside County, north of the 
community of Bermuda Dunes. It will be bordered by 
Interstate-10 on the south and Washington Street on 
the west. The plan calls for approximately 5,800 resi-
dential dwelling units, two golf courses and two rec-
reation/community centers. The plan also includes 
acreage for commercial developm~nt such. ~s finan -
cial, medical and professional servtces, rehgwus and 
retail facilities. 
"Our intention in filing now is essentially to 'start 
the clock' on the entitlement process," Frank Pank-
ratz, Del Webb's senior vice president said . 
A subzone enables a firm to utilize its 
own facilities or plants to manufacture, 
assemble and repackage its own goods. 
While the goods are in the subzone, 
they are deemed to be subject to U.S. 
Customs controls and certain record-
keeping requirements. 
The foreign trade zone status of about 
1,500 acres in Ontario's California Com-
• merce Center is opening up doors for in-
ternational business opportunities in the 
Inland Empire. 
BMW of North America Inc., which 
houses a parts distribution center in the 
master-planned business community, 
typifies the growing number of interna-
tional companies attracted by the tax 
savings afforded by foreign trade zone 
status. 
Silvia N. Martinez-Cazon is an attorney 
practicing corporate international trans-
actions. 
BOOK OF LISTS 
INDUSTRY TABLE OF CONTENTS 
Advertising Agencies 
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The Magic of Sonoma County $$$$$$$$$$$$$$$$$$$$$ 
by Jim Johnson 
The magic of Sonoma County begins 
only 30 minutes north after you cross San 
Francisco's Golden Gate Bridge. As U.S. 
101 crests Burdell Mountain, north of No-
vato, all of Sonoma County lies ahead. To 
the right, past the Mission San Francisco 
Solano on Sonoma Plaza, the Mayacamas 
Mountains run beside Jack London's legen-
dary Valley of the Moon. And ahead, be-
hind solitary Sonoma Mountain, you can 
almost see the city of Santa Rosa. On the 
left, the Santa Rosa plain stretches west-
ward to the Pacific Ocean at Bodega. In the 
far distance, often obscured by the morning 
mists or afternoon haze, lie the hills and 
mountains of Alexander Valley, and the 
redwood forests that line the Russian River 
industry is based on more than a century of 
hard work and a traditional pride in the agri-
cultural heritage. Current world status as an 
intriguing, diverse and burgeoning premi-
um wine producing region is tied directly 
to the history of Sonoma County. Native 
Americans, Russian trappers, Spanish 
Franciscans, Mexican colonialists and 
American adventurers led the way for the 
development of Sonoma County as a horti-
cultural paradise. A Hungarian nobleman, 
Count Agoston Haraszthy, mixed European 
vines with the native grapes to create the 
birthplace of the California wine industry 
in Sonoma County. The wine industry is 
as rich in history. Europe gave Sonoma 
County not only its finest vines but many 
of its most talented winemakers. 
After Prohibition and World War II, a 
on its way to the sea. Towering Mount St. new breed of vintners- businessmen, arti-
Helena, surrounded by the geothermal sans, industrial leaders-joined established 
steam plumes of the Geysers, mark the family-owned wineries to build more win-
northern tip of the county. eries, large and small, scattered throughout 
You're on the threshold of one of the the hills and valley of Sonoma County. 
world's most important grape growing and · They worked together, studied and learned, 
wine producing regions, where carefully to tum Sonoma County's quality grapes 
cultivated vineyards share the land with into Sonoma County wine. 
thriving cities and towns, winding rivers, The wineries of Sonoma County number 
giant redwoods, rugged ocean coastline, over 125 today, and new ones spring up al-
soaring hillside and fertile valley. You're in most monthly. These wineries are as di-
the wine country of Sonoma County, verse as the soi l and the climate: restored 
where each year over 100,000 tons of barns, replicas of French Chateaux, rebuilt 
grapes are grown on nearly 30,000 acres to hop kilns, renovated stone buildings, mod-
make bottles of the finest premium wine em redwood structures. 
in the world. The magic of Sonoma Coun- Most of these wineries arc open to you 
ty comes from many sources, but the mag- every day, or by appointment throughout 
ic of its wines come from diverse soi ls and the year. Some are world-famous, giant 
microclimates. complexes that loom from a nearby hill-
The success of the Sonoma County wine side. Others are hidden in the lush valleys, 
Smart Business People 
Know When To Meet 
In The Middle. 
Meet in the middle of it all. C lose to the airport, freeways 
and Ontario's business center. Don't compromise. Make it Hilton. 
][ 
0 !ARlO 
t\IRPORT 
HILTON 
700 North Haven Avenue, Ontano, CA 91764 714/980-0400 1-800/654-1379 
towering forests and rolling hills- hidden 
in breathtaking landscape. 
Come to Sonoma County in any season, 
and you will experience a difference .. .from 
the summer lushness of heavy grapes 
growing plump and sweet under brilliant 
Pacific sun, to the fall colors when the 
heavy fruit aroma of "the crush" hangs 
over the county's harvest season, to unique 
California winter when frosty mists crown 
the green hills and moisten the gnarled 
vines waiting and sleeping before their an-
nual rebirth of new green leaves and spring 
clusters of tiny wine grapes. 
Like the earth, the wine country is re-
plete with change and growth and rebirth. 
The wet winters produce lush green hill-
sides that contrast with the stark bareness 
of empty trees and vines. The warming sun 
of spring stirs the buds and flowers into al-
most overwhelming explosions of color. 
The dry summer sun matures the grapes 
and seasons the grassy hills into nature's 
own champagne. 
Through all the seasons, the wine coun-
try hums with activity. And in northern 
California the enjoyment of_premium wine 
is as all consuming as the continuous pro-
cess of growing grapes and making wine. 
Wine tastings grace every part of Sonoma 
County life, from art shows, bank open-
ings to weddings, canoe races to marathon 
runs. 
For Sonoma County wine country is 
more than just good wine and breathtaking 
scenery". .. it is the heart and spirit of the 
people who produce wines which will be 
appreciated for generations. 
FINANCIAL 
OPPORTUNITY 
OF THE DECADE! 
Are You Making What 
You're Worth? 
Invest one hour of your time 
to learn about one of 
the most prudent 
business opportunities 
in America today. If your 
goal is to achieve 
financial success, 
don't let this 
opportunity pass you by. 
For Additional 
Information Contact: 
William Douglass 
(714) 941-1121 
$$$$$$$$$$$$$$$$$$$$$ 
TheUCR 
Advanced Management Program 
September 20 - November 13, 1990 
EXCLUSIVE - For mid-level managers in business and 
public agencies. 
COMPREHENSIVE - The curriculum 
covers such topics as stress management, 
negotiating skills, the leadership process, how to 
get extraordinary things done in orga~zati?ns, 
building work teams, commumcatwn, 
motivation, performance, and legal issues. 
CONVENIENT- Following a two-day retreat 
at Lake Arrowhead, the class meets weekly each 
Tuesday from 4:00 to 7:00 pm on the VCR 
campus. 
Applications Are Now Being Accepted 
Class Size is Limited 
CALL (714) 787-4592 
For Brochure and Additional Information 
University of Ctdifomill, Riverside Gr~Jdu11te School of M11n11gement 
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Successful Meeting Of 
The Minds 
by Lzsa Jones and Kim Hatton 
Thcr~ arc a number of steps a business 
executtve should take in planning a suc-
cessful meeting. Here are 10 tips on how 
to organize one. 
1. Have a budget in mind as to how 
much your company can spend. Make 
sure you let the sales/catering manager 
at the hotel know what your budget is up 
front. so you don't waste time arranging a 
meetmg you can't afford! Choose a hotel 
where the sales/catering manager is flex-
ible and willing to work with you to ar-
range a meeting within your budget. 
2. Choose a hotel that is convenient for 
the attendees. For example, if the guests 
are flying in from out of town, choose a 
hotel close to an airport that provides a 
complimentary shuttle service. You 
might also want to choose a hotel close 
to car rental agencies or one that has an 
agency on the property. 
3. If possible, take a tour of the hotel 
before setting up the meeting. All hotels 
have different types of amenities. Look 
at meeting space, sleeping rooms, 
suites, restaurants, bars, recreational fa-
cilities, the pool, etc. 
4. Meet with the sales/catering, ban-
quet and restaurant managers before-
hand. Go through the details of the meet-
ing from start to finish. All questions and 
concerns should be discussed. 
5. Choose a hotel that your guests will 
find comfortable and enjoyable. Look for 
features, such as an athletic club, pool, 
spa, tennis and basketball facilities, gift 
shops, etc. This is especially important 
when guests are bringing their spouses 
and children. Plan entertainment for 
spouses and children while business 
meetings are being held. 
6. Choose a hotel that provides a varie-
ty of dining and drink selections such as 
lobby bar, fine dining, lounge and deli. If 
the guests will be staying for a few days, 
they won 't want to be restricted to just 
one type of food or dining environment. 
7. Be specific in your audiovisual needs 
and select a hotel that can accommo-
date them. If possible, choose a hotel 
that has an audiovisual company right on 
the property. This will be much .more 
convenient if you have last mmute 
changes or any proble~s .. Remcm?er 
that having proper audiOvisual. equip-
ment can make or break the meetmg. 
If you aren't sure what technical equ~p­
ment you need, don't guess. Speak wtth 
the hotel's audio/visual director. 
8. Be specific about the exact set-up ~f 
your meeting. Meeting planners cant 
read minds. They can usually acc?~m?­
date any need if they know what It IS _m 
advance. It is very helpful to se~d a dia-
gram to the hotel to show staff J.ust h?w 
you would like chair~ and registration 
tables arranged. Nothmg should be as-
sumed. Be specific. . . 
9. If there is any caten~g mvolved, be 
sure to be specific in thts area as ~ell. 
Go over the menu and ask questiOns 
about entrees. The catering .m.anager 
should be very helpful in de~cnbmg the 
choices and making sugge.suons. If the 
meal is to be serve? in. a different room, 
s cify how you'd hke It set up. 
lge Overall communication between 
. t. g' planner and the sales/ 
the mee 10 . s in touch 
catering manager IS key. .taY . 
' th each other while plannmg and bUild :~ood rapport. Be straightfoward and de-
.1 d in all your needs. 
tat ~ d Kim Hatton are sales! Lzsa Jones an . H I . 
. managers at the Clanon ote m 
catermg 
Ontario. 
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Laps Aren't Just For Sitting Any Longer 
New technology now makes laptops 
much easier to use while away from the 
main office, according to an article pub-
lished in a national computer magazine. 
New developments in standard data, 
MNP, fax and cellular modems and 
adapters make it far easier to connect a 
laptop with the office computer system, 
according to the article which appeared 
in the June issue of Personal Computing, 
a monthly magazine aimed at business 
professionals who use personal comput-
ers. The article examined new devel-
opments in standard data, fax and cel-
lular modems. It even covered ways in 
which modems can be connected to the 
office via radio. 
"We are witnessing a wave of pro-
found developments in the area of laptop 
connectivity," said the magazine's edi-
tor, Sandra Reed. "The one clear draw-
back to portable computing, network de-
tachment, is rapidly becoming a thing 
of the past." 
Following are just a few of the new de-
velopments the magazine listed: 
Standard data modems, which can 
cost as little as $100 depending on the 
speed they send information, provide a 
good way of exchanging electronic mail 
with colleagues and clients. 
The external version of these modems 
can be as small as a cigarette pack and 
are plugged directly into any laptop's 
serial port. 
Error correctim: modems check and 
correct errors while a file is being trans-
mitted. They cost about $150 to $200 
more than standard data modems, but 
are equipped to catch and correct a 
dropped or scrambled number, for exam-
ple, before it reaches the computer at 
the home office and snowballs into a 
chain of mistakes. 
Fax modems allow users to send and 
receive faxes on PC's. eliminating the 
need for dedicated fax machines in some 
cases. However, these modems require 
a scanner for sending printed documents 
and a portable printer, for producing hard 
copy. 
Some companies are planning to pro-
duce printer/scanners that would enable 
a user to print paper copies of faxes. 
These will list for about $1,000. 
Cellular modems allow users to send 
and receive faxes just about anywhere. A 
surge of development work in cellular 
products is underway, which is expected 
to yield a dozen or more modems before 
the end of the year. 
Laptop users may not even need a tel-
ephone to send files and faxes, which 
can now be transmitted via radio waves. 
IBM and Motorola, in a joint effort, 
are implementing a nationwide two-way 
radio information service for laptop and 
other computer users. 
This network, called ARDIS, will ena-
ble the user to access company databas-
es and on-line information systems with-
out phone lines in more than 90 percent 
of the country. 
The good nevvs is that someone has 
finally built a custom, full service 
high-tech Executive Center . .. 
13 
The bad news is that we only have H 
suites left and over 200,000 people 
are reading this ad ... 
The Ontano comm center comb1nes a large staff w1th state-of-the-art off1ce automation to prov1de Independent Bus1ness 
People and Branch Offices a Prest1g1ous. H1gh Quality and Professionally Managed Execut1ve Off1ce. 
Some of our On-Site features include: 
• Photocopy1ng. Fax. ElectroniC Ma1l 
• ElectroniC D1ctat1on Equ1pment 1n Each Su1te 
• Laser Pnnting and Typesetting 
• Coffee and Tea Serv1ce 
• Fuii-T1me. On S1te Maintenance Staff 
• 10.000 Square Foot Atnum Courtyard 
• Prest1g1ous Class "A" Custom Bu1ld1ng 
• 225 Square Foot Pnvate Windowed Su1tes 
• 4-Line Telephone/Computer System 
• Secretanai/Word Process1ng SeN1ces 
• Personalized Telephone Answenng 
• Professional Lobby Recept1on 
h more and more Inland Emp1re Bus1nesses and Branch Off1ces are locat1ng at the Ontano Comm Center. ~~~~~~~ ~alfrorn 1a·s most advanced and prest1g1ous Executive Office faol1ty. Call (714) 941.0333 to schedule a personal tour 
"Fortune 500" Amenities Made Affordable For Small Businesses 
ONTARIO COMM CENTER f:l EXECUTIVE OFFICES 
3535 Inland Empire Blvd., Ontario • (714) 941-0333 
Be sure to ask about our San Francisco Bay Area Location 
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On the other hand, the Does now share the risk with the developer if the project is 
not approved. Not all joint ventures are successful, but doing your homework up 
front with a seasoned developer can minimize risk. 
Land development has become a very complicated business which requires a 
strong sense of timing and a good team with the ability to work with cities and 
counties to bring a project to fruition. Slow growth issues, lack of financing, water 
shortages and traffic congestion have made land development a full-time business. 
Joint Venturing 
Provides A Way For 
Small Land Owners 
In many cases, the landowner does not have the resources to bring a proper-T ty to its highest and best use and would not receive top dollar. But a well-1 0 funde? joint venture partner supplies staying power, a key element during ec-
onomic downturns. 
Before entering into a joint venture, a landowner should review the build-
D I ~h • p • er's resources, the scope of its team, its financial capabilities, track e ''e op e1r I rop ert1esrecord, references and success rate ~n similar joint venture projects. If 1 I 1 A developer's track record should mclude several successful such 
joint ventures. 
By Joseph W. Brady Checking out a developer is probably the No. 1 priority before entering into a joint 
A s land prices continue to skyrocket, joint ventures may be a solution for the Inland Empire landowner who wants to develop his property but lacks the money or skill to do it. 
Land prices have doubled and tripled during the past few years. 
Coupled with the savings and loan crises, greater equity requirements being placed 
on developers by banks, joint venturing is a good alternative for builders and land-
owners. It allows the builder to move forward with projects and the landowner to 
make more money on his property. 
In a joint venture, the landowner contributes the property while the developer 
brings in expertise and financing. Joint ventures can be accomplished using small 
properties, but generally involve parcels of 20 acres or more. 
Here's how it works: 
Say John and Mary Doe own 40 acres of prime development land, potentially 
zoned for 160 single-family lots. The land in its current state, without approvals, is 
worth $40,000 per acre. If the Does sell it, they would receive $1.6 million. 
Rather than selling the property, though, the Does decide to look at a joint ven-
ture. They agree to put the value of the property in the partnership at fair market val-
ue on an approved "tentative map/lot." What this term refers to is the price per lot 
of the property -- $18,500 a piece-- after officials approve a subdivision map. 
Once officials approve the subdivision map, the Doe's land is worth $2.96 million, 
quite a jump from the $1.6 million they would have gotten if they sold the land with-
out developing it. A little simple math shows the Does have increased the total val-
ue of their land by more then $1.3 million -- all because they threw in their lot with 
a developer. 
(For the Does to realize this higher profit, however, they would incur certain in-
creased processing costs.) 
Member FDIC 
announces the opening of our newest office 
RIVERSIDE BUSINESS CENTER 
2755 Chicago Ave., Suite 300 • (714) 683 -21 72 
ThomQs E. Podmajersky, Vice President and Manager 
e CHINO VALLEY BANK has been e CHINO VALLEY BANK'S Riverside 
meeting the needs of the small Business Center provides a spe-
and medium sized business com- cialized banking environment 
munity for over sixteen years. Our where the business and profes-
close working relationship with our sional client receives one-on-one 
customers, along with our respon- contact with professional business 
siveness, is difficult to find at most bankers. 
banks today. e CHINO VALLEY BANK'S capital 
e CHINO VALLEY BANK is the largest 
bank headquartered in San 
Bernardino and Riverside coun-
ties, as well as the Greater San 
Gabriel Valley - and still growing! 
position allows for loans in excess 
of $8,500,000. 
e CHINO VALLEY BANK has fourteen 
offices providing full -service 
branch banking. 
venture relationship. Successful developers are proud of what they have accom-
plished and glad to supply the information . For a joint venture to work, the Does 
must trust their developer and visa-versa. 
There are also benefits to the developer in a joint venture. 
W ith the current state of confusion in the lending arena, the long periods of time required to obtain approvals, developers are finding it easier to ob-tain financing for projects when a landowner puts up the property. When 
developers do not have to buy land, they do not have to come up with as 
much cash. And they are free to spend their money on the long and costly process of 
obtaining approvals and construction financing. 
Depending on how the partnership is structured, the developer may not have to 
pay debt service on the land after construction starts. This is important during a slow 
market. 
Joint ventures can be rewarding and are more complicated than straight land 
sales, but they require landowners to fully understand the development process. 
Landowners can reap greater profits, but they must be patient during times of uncer-
tainty. 
In any JOint venture, no matter what the property size, each party has to bring 
something to the table that the other lacks. 
Joseph W. Brady, president of BRADCO Development Co. in Victorville, assists land-
owners and developers with land brokerage and joint venturing services in the Victor 
and Antelope valleys. 
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/ 
Henry J. "Hank" Hohenstein, representa-
tive of the Building Industry Association 
Riverside County Region Desert Council, 
announced that Frank Pankratz has 
been appointed to the Building Industry 
Association's board of directors. The an-
nouncement was made at the organization's 
monthly meeting held June 13 at Palm 
Valley Country Club, Palm Desert. 
The meeting was attended by approxi-
mately 195 BIA members, guests and oth-
ers. BIA directors each serve a two-year 
term. Other current board members are 
Thomas F. Schmidt, president; Michael A. 
Smith; R. L. "Larry" Spicer; Diane Ble-
vins; Jack L. Corkill; Phillip K. Smith 
Jr.; Susan Tartaglino; James H. Price; Da-
vid Schweickert; Joseph A. Sain and Bruce 
Maize. 
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.Newsmakers • • 
• • • • 
S. Steven von Rajca has been named 
First Vice President and Manager for the 
Redlands Offices of Community Bank. 
A native Californian, von Rajca (pro-
nounced von Reich), graduated from high 
school in Concord and received a baccalau-
reate degree from St. Mary's College of 
California, in Business and Economics. He 
entered banking in 1977 with a major Cali-
fornia bank. He progressed through man-
agement positions to the divisional level 
and served as a product manager and mar-
keting officer. Most recently, he served as 
manager of their Palm Springs office. 
Von Rajca is a past member of the Board 
of Directors for the Moraga Chamber of 
Commerce and has been a member of Ro-
tary International. He is married and the fa-
ther of four children. 
San Antonio Community Hospital 
(SACH) has appointed registered nurse 
Mary Ann Sharp as the nurse manager 
of ambulatory care and urgent care of the 
Rancho San Antonio Medical Center, an 
outpatient facility which recently opened in 
Rancho Cucamonga. 
Sharp has been the head nurse of the op-
erating room at SACH for five years and 
has been on the quality assurance, policy 
and procedure, and career ladder commit-
tees. 
Sharp was also a vice president of the as-
sociation of operating room nurses, east 
San Gabriel chapter. 
Presently in the Master of Science in 
Health Care Management program at the 
University of La Verne, Sharp received her 
Bachelor of Science in Nursing from Cali-
fornia State University, San Bernardino. 
Elain e E. Hill has joined the Palm 
Springs office of Best, Best and Krieger. 
Hill was formerly associated with Hol-
land & Hart in their Denver office where 
she practiced in the areas of business and 
bankruptcy . 
Kenneth R. Weiss has joined the 
firm's Riverside office. 
Weiss was formerly associated with 
Bowie, Arneson, Kadi & Dixon where he 
practiced in the areas of municipal and pub-
lic finance law. 
Peter Mark Barmack has joined the 
firm's Ontario office. 
Barmack was formerly associated with 
Gresham Varner Savage Nolan & Tiden in 
San Bernardino; Covington & Crowe in 
Ontario and with the Treasury Department, 
Internal Revenue Service. Barmack practic-
es in the areas of business, real estate and 
tax . 
Apartment Homes ... 
• • • • 
David P. Phippen, Sr. has joined the 
firm's Riverside office. 
Phippen was formerly associated with 
Ticor Title Insurance Co. in their Rose-
mead office and as a partner with McCul-
lough, Jones & Jensen in Orem, Utah. 
Phippen will practice in the area of real 
estate law. 
J. Craig Johnson has joined the 
firm's Ontario office. Johnson was for-
merly associated with Hawkins, Delafield 
& Wood where he practiced in the areas of 
litigation and public law. 
With The Accent On Home 
DELMAR AT 
MASTER-PL 
TERRA VISTA 
ED 
In Rancho Cucamonga, near schools, parks, shopping and more! 
Full recreation facilities are on-site. And these apartment homes 
offer an array-of outstanding features including private garages 
with openers and washers/dryers. 
From the San Bernardino Frwy (1-10), take 
Haven Ave. north to Foothill Blvd. Go right 
on Foothill 1 mile to Milliken Ave. then left 
1 block to Church St. Turn left again 1 block 
to Elm Ave. then right to Del Mar. 
Open daily 9 a.m. to 5 p.m. 
(714) 980-RENT 
lewisTHornes 
w 
~ 
ffi 
BASELINE RD. 
> ~ CHURCHST. 
FOOTHill BLVD. 
SAN BERNARDINO FfJlWY 10 
f 
N 
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$30 Million Profit at Ontario 
It's time for Ontario to take back it's airport. 
Conditions have changed significantly since the city ceded control of the facility to the Los 
Angeles Department of Airports in 1967. Ontario has grown significantly, of course. And the 
airport, which was designed to accommodate 2.5 million people annually, is now handling 
5.5 million -- that's fully one million more per year than the number of passengers who pass 
through the gates at Orange County's John Wayne Airport. 
As if that isn't enough, Ontario is generating a lot of profit that does not seem to be re-
turned to the airport in terms of improvements . According to figures provided by the OOA it-
self, Ontario made more than $30 million in profit during the last decade. But the last major 
improvements at the airport were runway renovations the DOA authorized in 1979. 
The DOA isn't even sure what it wants to do with its airports. The DOA's executive director, 
Clifton Moore, has been speaking publicly about divesting itself of LAX, and perhaps the 
three other airports it operates in Ontario, Van Nuys and Palmdale. 
Clearly, the Ontario issue has been getting lost in Los Angeles' slow-moving bureaucracy. 
Clearly, local control of the airport is the solution. 
. But how can Ontario achieve it? 
Some have been urging Ontario to sue the DOA over alleged breeches of contract that have 
occurred during the las t 20 years. But Ontario is not likely to win such a long, and costly 
battle. It would make a fool of itself even trying. In fact, Ontario may have already given up 
any rights to bring suit against the DOA. 
Mayor Howard Snider and his faction would like to buy the airport. But negotiations over 
price could drag on for years. And frankly, in the end, the DOA is just not likely to sell Onta-
rio the airport. 
There is, however, a legal way for Ontario to take control of the airport and ensure its con-
tinued modernization and growth. 
We suggest the city of Ontario form a redevelopment/special district, place the airport in it, 
and repossess the airport using eminent domain. (Ironically, as anyone who reads the contract 
Ontario signed with the DOA knows, that is how Ontario was expanded in the first place. In 
the contract, the DOA and Ontario agreed the city would use eminent domain to acquire land for 
airport expansion. The DOA even helped pay for it.) 
According to several lawyers we have talked to, Ontario could, under redevlopment ~aw, le-
gally repossess the land because of its condition of blight and because of the fact that 1t could 
be a public safety hazard. . 
Despi te the claims by airport officials, the facility is so crow~e~ w1th p~ssengers that em.er-
gency vehicles are hard pressed to respond when needed. And 1t IS OntariO that must prov1de 
those services, as is stated in its agreement with the DOA. 
Using an eminent domain/redevelopment strategy, then, the city could . regain c.ontrol of the 
airport while waging a legal struggle over its title and eventual. o.wnersh1p. And 1t could gov-
ern the airport, as many local officials have suggested, under a JO mt-powers board made up of 
rcprcscnt:llivcs of cities in the area and the county. . 
This eminent domain/redevelopment strategy has been used successfully several t1mes: San 
Diego used it at Montgomery Field. That city also used the strategy at Brown F1cld, wh1ch IS 
in Otay Mesa, also a redevelopment project. . . 
Incidentally , to generate funds, Ontario could pick a spot on the a1rport land that I S not es-
sential to daily operations. I t could then allow a bui lder to develop a hotel on the property and 
operate it, and then build a convention center ~ext to t~c hotel. . 
Has this been done? Sure. Just look at Anahctm. That s the way the cily arranged for the An-
aheim Hilton and convention center to be built. . 
So has this all been done before? Yes. Will it bring in extra taxes to the. c1ty? Ye~. Should 
Ontario usc this strategy to reclaim its airport? Yes. And then contract out Its operatiOn. 
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What Does Prop. 111 Mean For 
The Inland Empire? 
On June 5th, voters approved Prop. 111, 
raising the state gasoline tax to fund trans-
portation improvements. This puts the Inland 
Empire in a very strong position to get a 
good share of the $18.5 billion projected to 
be raised during the next 10 years. Also it 
will allow our counties to access a supple-
mental source of funds, and enable them to ac-
celerate the improvements specified in Props. 
111 and 108. 
The first thing that Prop. 111 does is to 
fund the 1988 State Transportation Improve-
ment Plan (STIP). Projects that will definitely 
be completed as a result include: 
Route 60: Add two lanes between Market 
and the 60/215/91 freeways interchange· 
Route 86: Two lane expressway from Ave. 
82 and Ave. 66, and four-lane expressway 
from Ave. 66 to Dillon Rd ." 
Route 91: Add two-lanes from the Orange 
County line to Magnolia. 
Route 215: Convert to freeway from Nuevo 
Ave. to east of junction at Route 60. Also add 
two lanes from 60/215/91 freeways inter-
change to Route 60 junction. 
Interstate 10: Interchange improvements 
at Haven Ave. and at Waterman Ave. 
Route 18: Widening and realignment of 
stretches of Big Bear Rd. and Palmdale Rd. 
Route 30: Purchase right-of-way for six-
lane expressway from Euclid Ave to I-15. 
Also construct four-lane freeway from Arden 
Ave to north of I-10. 
Route 138: Construct four-lane expressway 
from 1.2 miles east of I-15 to Summit Post 
Office Road. 
The list of projects in Riverside and San 
Bernardino counties that are eligible for state 
matching funds to supplement local sales tax 
dollars reads like a laundry list. Riverside 
County projects include widening and new 
construction of the 15, 60, 71, 74, 79, 86, 
91, 111 and 215 freeways . The San Bernardi-
no County lis t includes the 58 , 10, 60, 71 , 
215, 15, 18, 38, 395 freeways and finally the 
construction of the Foothill Freeway. 
Furthermore, some of the money goes to-
wards rail lines from Riverside to Irvine, and 
from San Bernardino to Los Angeles. I am a 
strong believer in privatized rail networks, 
and I hope we will see some lines come into 
existence that are run for a profit, instead of 
the typical government run taxpayer night-
mare. However, one cannot build anything 
without funding, and Props. Ill and 108 se-
cure the money to purchase unused rights-of-
way as soon as possible. 
It should be immediately apparent that 
many of these projects are included in the list 
of Measure I and A funded works. The counties 
were basically committed to financing these 
improvements out of sales tax dollars if no 
additional revenue came forward, so now that 
there are matching funds in place, this means 
more local money for transportation im-
provements. This is important. The fact that 
the local leaders will have extra money 
through these propositions is good. They 
will be more accountable to the public, and 
the money is less likely to be frittered away 
by Sacramento bureaucrats. 
The passage of the gas tax increase has 
been characterized by many as signaling the 
end of the "tax-revolt." I do not agree. In my 
opinion this initiative symbolizes the shift 
of public preference towards accountable gov-
ernment spending even though the measure 
does ir.clude a modification in the spending 
limit. People are generally dissatisfied with 
the level of service they derive from their tax-
es. They are reluctant to see blanket increases 
in general fund revenues without any con-
straints on their use. I believe that Prop. 111 
illustrates the trend towards user fees and new 
revenue generators geared towards a specific 
purpose. 
Prop. 111 is good for the state, but it is 
great for the Inland Empire. Businesses here 
will bear less of the costs, as their employees 
will not have to commute as far. Business. 
will also draw benefits, such as better air qual-
ity and greater accessibility. 
John Zak.oske is project administrator for 
Lewis llomes in Upland. 
California often sets the nation's trends. So just after the polls closed June 5, and tax 
and bond propositions had passed, the TV news shows started proclaiming the "death of 
the tax revolt." 
• Well, perhaps. Tax revolts are cyclical, recurring features ~f American ~istory. The 
first one, crystallized in the Boston Tea Party of 1771, gave btrth to the nation as colo-
nist revolted against the tax tyranny of King George Ill. The current revolt has lasted a 
long time, 12 years, and is sure to be revived. 
Perhaps, even the death of the revolt has been greatly exaggerated. . 
Did California voters, justifiably frustrated at traffic problems, really wnte a blank 
check for taxers by approving Proposition 111, which will boo~t the gas tax ~Y 9 cents 
a gallon? Sure, we need more roads, but this is the worst posstble way _to bwld them. 
It reduces pressure on the state government to restore hig~way fu~ds stphoned o~f for 
other purposes. And it forestalls the development of creallve soluuons such as pnvate 
toll highways. . . 
Propositions 108 and 116 also passed, fu_nneling ~oney to rail and ~ass ~~ns1t 
bonds. But when such programs begin chuggmg along m a few years, runnmg b1ll10~s 
over budget with few passengers, it will quickly become clear that only taxpayers w1ll 
have been taken for a ride. . 
Transportation writer Brock Yates says government likes ~a~s trans1t ~nd_oggles 
. "because they offer control. Masses of workers wedged, ant-hke mto ~xes z~ppmg be-
tween points A and B is much more comforting situatio~ for a s~1al engmeer than 
mobs of uncontrollable automobiles zooming every wh1ch way hke berserk water 
bugs." . 
California is supposed to lead America and the world mto the 21st century, but Props. 
108, 111 and 116 march us backward to the 19th century. Four other bond measur~s 
passed as well, committing future generations to pay for the wasteful largess of today s 
politicians. 5 h. h ·n Soon enough, families will feel the pinch of the meas~res enacted J~ne • w 1c WI 
cut into the family budgets. Industries - whose operaung budgets wtll be pressed by 
the new tax burden _ will be forced to take a hard look at whether the new cost of do-
ing business in California is worth it. . . 
California might seem to be repeating the recent htstory of o~er h1gh tax s~tes, nota-
ble New York and Massachusetts, whose economies have predtc~bly fall~n mto reces-
sion we can only hope that Californians' bright spirit of enterpnse and mdepend~nce 
will.head off such a fate. Here's to a new tax revolt. Reprinted from O.C. Reguter 
JUNE 28 - JULy 27 1990 INLAND EMPIRE BUSINESS JOURNAL -PAGE 17 
INLAND EMPIRE BUSINESS JOURNAL CLOSEUP 
T_his m~nth, The !ournal features an interview with 
Shzrley Lznks, preszdent of Chino-based Turner's Out-
doorsman. 
After a. 1981 divorce, Links was forced to sell her busi-
ne.ss maznly bec~u~e her bankers and suppliers did not 
thznk a w~man ndzng solo could hack it in the sporting 
good~ buszness .. But the ne~ owner had trouble making it. 
And zn 1983. Lznks reacquzred the then-floundering busi-
ness. 
having my own business, I certainly understand that 
side of things. However, as an employer, I can see the 
other point of view, as well. 
In addition, we think that the Inland Empire is the 
best possi~le choice for us due to the type of growth it 
is experiencing. And it seems our customer base is 
broader here. People in the Inland Empire are more out-
doors-minded. In short, people out here like our type of 
merchandise. 
IEBJ: Why did you choose to relocate to the Inland 
Empire? 
Links relocated to Chino in November 1988, quadru-
pled her sales and now operates eight stores, with plans 
to openf~ur more by 1994. Recently, she was honored as 
one of ezght outstanding entrepreneurs at the annual 
Ernst & Young recognition banquet in Irvine . 
. Links: We had leased a 10,000-square-foot building 
m Ora.nge for 10 years. We outgrew it. I wanted to buy 
but pnces to purchase a warehouse/office outlet in Or-
ange County were 25-40% higher than the Inland Em-
IEBJ: What is your philosophy for running your busi-
ness? 
Links: It can be summed up by what I always tell 
people when I'm interviewing them for a position with 
our company. "If you get enough good people, all under 
one roof, all going the same direction, only good can 
happen." We want a good company for our families, for 
our customers, and for our society. We operate to be a 
service to all. We strive to provide the best products, at 
the best prices along with service and selection. We 
are constantly trying to improve. 
IEB~: _Ho"":' di~ you get started in your business? 
What difficulties did you encounter at first? 
Links: I was born in a store! My parents had a coun-
try store/gas station in the Missouri Ozarks. I was born 
in t~e house _att_ached to it. I grew up on wild game 
huntmg and ftshmg. I wanted my own business as long 
as I can remember. I had a fireworks stand at age 12. 
By 1971, my former husband and I had managed to 
~ave $7,000. We pooled this and bought a small store 
m Long Beach. Our first year's sales were $276,000. 
We worked other jobs for the first two years. 
IEBJ: Why did you sell the business and later re-
acquire it? 
Links: In 1981, my former husband and I were di-
vorced. Prior to that, for approximately 1-1/2 years, he 
had been running some other business we had acquired. 
I had been running the chain of five stores. The bank 
and some of the suppliers were reluctant to continue 
the credit lines to me alone. Evidently, they did notre-
alize I could handle it. I sold the business. The new 
owner could not make a profit, or pay me for it. I took 
possession of it again two years later. At this point an-
other bank, Wells Fargo, approached me. Also, suppli-
ers evidently realized by then that maybe I had been 
doing something right after all! So I got the credit lines 
I needed, and we took off! 
IEBJ: Do you think you and other women have a 
tough road to follow in the business world? 
Links: Yes, until our society achieves more of a bal-
ance of child raising being shared by both parents, I 
think women will continue to have a tough road. Hav-
ing been a woman in the workforce for ten years before 
pire. Another determining factor was labor supply. 
Many of our employees, including top management, 
had bought homes in the Inland Empire. A move there 
would make them more comfortable plus many existing 
employees wanted to move there. So we lost only one 
person by moving. And our customers stuck with us. 
We felt it would be easier to hire additional employ-
ees as well, to save them driving out of their area. This 
worked well until this year, it is very difficult to find 
employees here now, as well. 
IEBJ: What is your management strategy as we 
move into a new decade? 
Links: My strategy into the '90s will not change 
much from what it has been. However, with our in-
crease in business, hopefully I can do a much better 
job of exercising it. I want to be able to provide more 
benefits to all employees. Most of the top management 
has been with the company nine to 14 years. They have 
all worked long and hard to get us where we are. Em-
ployees who work in the stores are expected to know 
our products and be much more than simply retail 
clerks. We want to be able to provide more training 
and benefits for them as well. We do some training, 
such as hunting and fishing trips, but do not have a for-
mal education process. We are establishing one now. 
We believe the '90s are definitely going to be different 
in retail; but, we think it is going to go the direction we 
have always taken - specialization and service. 
IEBJ: How do you balance business and personal 
life? 
Links: Not very well. About all I do anymore is buy 
and sell. I did manage three days in Wyoming last fall 
and got my first antelope. And I went trap shooting re-
cently with my bankers. But mostly, I just try to keep 
up with the demands of a growing business, and that 
does not allow much time for a personal life. I have 
managed to raise three children, all of them are suc-
cessful human beings. I consider this my biggest ac-
complishment. 
·,. ···~ . GUEST COMMENTARY 
Critical Thinking In Education: How Schools Can Better Prepare Students For The Business World 
by Ed Peltz 
Superintendent of Mountain View 
School District, Ontario 
The Mountain View School District 
has signed an agreement with the city 
of Ontario Police Dept. to teach the 
Drug Abuse Resistance Education pro-
gram (DARE) in our schools for the 
coming school year. This is an educa-
tional program in which police officers 
are selected on the basis of how effec-
tively they can work with students, and 
then they are given an intensive two-
week program by the LAPD on the ele-
ments that make up the DARE pro-
gram. These officers will then teach in 
our schools regularly. 
The most important phase of the pro-
gram is that students will be leamin~ at 
an early age to make rational and In-
formed choices in their daily lives. 
These choices not only concern the use 
of drugs, but decisions regarding rela-
tionships in and out of school. . 
I have seen this training program m 
action, and I am very impressed with 
the variety of teaching techniques used 
to create a student climate of trust and 
sharing with the police officers as well 
as the other students in class. 
I believe the DARE program repre-
sents the most effective use of person-
nel and resources in fighting drug abuse 
today. When you realize that over 75% 
of all crimes committed today are drug 
related, you recognize the urgent need 
for such a program. 
The DARE program may well be-
come a model for other teaching pro-
grams in all schools during the next 
decade. We will see districts working 
more closely with the business commu-
nity and city agencies. 
Business leaders are insisting on 
sweeping changes in our educational 
system. They are more than willing to 
train their employees. 
In addition to teaching and 
reinforcing core aca-
demic skills, edu-
cators will be 
placing 
in San Bernardino County in critical-
thinking skills. State Superintendent of 
Schools, Bill Honig, calls critical'-
thinking the most important purpose of 
education. 
The success of the educational pro-
gram in our district (kindergarten 
~te,l\ 
C\\i\ through 8th grade in a district of (("\\e, 2,500 students) is due to 
).. many factors. One of the 
ttl'e, more important re~sons for our 
1'\~ success is that we teach self-esteem and 
-o'{e ~ responsible citizenship. Studies indicat-((" 0 ).. ed that high self-esteem is the single 
).. most important ingredient for success 
more emphasis on critical thinkin~ and 
problem -solving skills. Oc_cupa_twnal 
skills and positive work habits wtll be-
come an integral part of the curriculum_. 
On April 17th of this year, the Ontano 
City Council approv~d and adopted a 
resolution commendmg the students 
and staff of the Mountain View School 
District for their academic excellence 
and achievement. Our studen~s ~ad 
scored the highest of all school dtstncts 
in life. 
People with high self-esteem reach 
out to produce more. They solve prob-
lems instead of worrying about them. 
Honoring students for being responsi-
ble citizens at school will hopefully car-
ry through their lives and motivate stu-
dents to be responsible about their work 
ethics, families and choices they make 
in life. 
We also emphasize a strong writing 
program in our school district begin-
ning at the kindergarten level. Writing 
combines a number of elements that in-
corporate critical-thinking skills. The 
student must organzine his thoughts in 
such a way as to effectively communi-
cate his ideas to others. 
Another contributing factor to our 
high achievement is that we recruit out-
standing personnel. Then we make sure 
they stay by giving them recognition 
and assistance every day. 
Other.reasons include involving par-
ents at all grade-levels, offering training 
seminars for staff and giving principals 
more independence to run their schools. 
All our lottery funding is spent on stu-
dent programs. 
Changing technology, social values, 
demographics, occupational and eco-
nomic trends will continue to place a 
heavier burden on the educational sys-
tem. We must accept these changes as 
challenges and strive to meet the needs 
of our students. 
Our school district population has in-
creased twenty-fold in less than ten 
years. We have had to be innovative in 
providing school facilities, talented and 
committed personnel for specialized 
subject areas, and expanded curriculum. 
Still, we have retained our identity as a 
school district with pride in our ·accom-
plishments. Superintendents and school 
boards must take calculated risks. You 
can not afford to stand pat because if 
you do, you lose. 
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~he Largest Travel Agencies In The Inland Empire 
Listed by Inland Empire Corporate Accounts -
1989 Mix 
Rank Company Name & Address Staff 
Sales Volume Corporate 
(in 000) Leisure Systems Specialties 
Top Local Executh·e 
Name, Title 
Phone Number 
Anderson Travel Service 
700 E. Tahquitz Way 
Palm Springs, CA 92262 
I 90% Leisure Sabre 
10% Corporate 
Lois Anderson 
Owner 
(619) 325-2001 
2 Travel By George 21 $9,000 15% Leisure Sabre Full Service Nevin Bardai 
4100 Central Ave. 85% Corporate Owner 
3 
Riverside, CA 92506 (714) 683-6271 
Corporate Travel Services 
9155 Archibald Ave. Ste. G 
Rancho Cucamonga, CA 91730 
15 $6,000 85% Corporate 
15% Leisure 
Apollo, 
Pars, Sabre 
Corporate Travel 
Management 
Brian Hurley 
V.P./Regional Manager 
(714) 987-2550 
4 Corona Travel Service 14 $5,750 60% Leisure Sabre Full Service Teresa Costa 
400 S · Ramona 40% Corporate Owner 
Corona, CA 91718 (714) 737-7000 
Umglobe Crown Travel 
268 W. Hospitality Ln. #109 
San Bernardino, CA 92408 
12 $5,000 80% Corporate 
20% Leisure 
Apollo Full Service John Schutz 
Owner 
(714) 370-2060 
6 Mega Travel, Inc. 12 $4,900 100% Leisure Full Service Jeannette Cox 
7 
268 N. Lincoln Ste. 1 Rosemary Utesch 
Corona, CA 91720 Co-Owners (714) 371-6342 
Tradewind Cruise & Travel 
73425 El Pasco Dr. Ste 24A 
Palm Desert, CA 92260 
11 WND N/A N/A Cruises Pat Patzmer 
Owner 
(619) 340-1111 
8 American Heritage Travel 11 $4,750 N/A N/A Full Service New Owner 
3764 Ninth Street (714) 683-5801 
9 
Riverside, CA 92501 
Jones Travel, Inc. 
615 West Foothill Blvd. 
Claremont, CA 91711 
11 $3,657 65% Leisure 
35% Corporate 
Apollo Full Service Patrick Jones 
President 
(714) 624-1675 
10 Tulip Travel of Chino 10 $5,300 80% Leisure Datus Plus Full Service Case Zwart 
12409 Central Ave. 20% Corporate Owner 
- Chino, CA 91710 . (714) 591-3881 
11 Roadrunner Cruises & Trv. 
74075 El Pasco Ste. C1 
Palm Desert, CA 92260 
10 $5,100 WND Pars Cruises Ron Rickert 
President 
(619) 346-5665 
12 Uniglobe Regency Travel 10 S5,000 88% Corporate Apollo Corporate Travel Jim Robert-; 
9227 Haven AVe. Ste. 120 12% Leisure Focal Point Mngmt. 24-hr reserv President/Owner 
Rancho Cucamonga, CA 91730 Reserv. by fax (714) 941-1122 
13 Uniglobe Maxima 
3711 Main Street 
Riverside, CA 92501 
8 N/A 90% Corporate Apollo 
10% Leisure 
Corporate Travel 
Management 
Peggy Norton 
Owner 
(714) 784-9420 
14 Smoke Tree Travel 7 N/A 70% Leisure Sabre Full Service Sandy Blankenship 
1729 E. Palm Canyon 30% Corporate Owner 
Palm Springs, CA 92262 (619) 327-1428 
15 Redlands Travel Service 
219 E. Olive 
Redlands, CA 92373 
6 N/A 75% Leisure Apollo 
25% Corporate 
Full Service Mona Bopnell 
Owner/Manager 
(714) 792-8100 
16 Ask Mr. Foster/Bonnie's 5 N/A 75% Leisure System Cruises{fours Michelle Eno 
24467 Sunnymcad Blvd. 25% Corporate V.P./Manager 
Moreno Valley, Ca 92388 (714) 924-5431 
17 Rancho Travel Inc. 
27491 Ynez Road 
Temecula, CA 92390 
5 $1,250 80% Leisure Sabre 
20% Corporate 
Full Service Susan Cohen 
Owner 
(714) 676-4141 
18 Bicknell Travel 3 WND 50% Leisure System I Business William Bicknell 
27710 Jefferson Ave. Ste. 203 50% Corporate Owner 
Temecula, CA 92390 (714) 676-6889 
19 Las Palmas Travel 
403 N. Palm Canyon Dr. 
Palm Springs, CA 92262 
N/A =Not Available 
WND = Would Not Disclose 
2 $2,000 100% Leisure Sabre Tours/Cruises Johny Johnson 
Owner 
(619) 325-6311 
Note: The infonnation in this list was supplied by the companies themselves polled from a list provided by the American Society of Travel Agents, San Diego Office. Some 
companies did not respond to the poll. The survey was conducted the week of June 19. 
Agencies are listed based on total Inland Empire staff. 
\ 
T the best of our knowledge, this infonnation is accurate as of press time. While every effort was made to ensure the accuracy and thoroughness of the list, ommissions 
::d typographical errors sometimes occur. Please send any corrections or additions on company letterhead to Inland Empire Business Journal, 245-A 7, Fischer Ave., Costa 
Mesa, CA 92626. _ . _ . _ . 
This Jist may not be reprinted in whole or part without pnor wntten penniSSion from the ed1tor. © 1990 
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SBA Lending Grows In The Inland Empire 
by Steve Waddell 
Director, Santa Ana Small Business 
Administration Offices 
The Small Business Administration 
this year wi.ll make twice as many loans 
to Inland Empire businesses as it did in 
1988. In 1988, the SBA provided guaran-
tees for about 100 loans totalling over 
$20 million in the Inland Empire. This 
year over 200 Inland Empire businesses 
will receive more than $64 million in 
loans. Barring a major downturn in the 
national econ-
locally based banks involved with the 
SBA program, the SBA is very interested 
in inquiries from Inland Empire lenders. 
On another subject, the effects of the 
problems in the savings and loan industry 
on SBA lending are negligible. SBA 
lending is growing dramatically through-
out the state. Only one major SBA lender 
in Southern California has been an S&L, 
Mercury Savings and Loan. Although 
Mercury was a very active lender (which 
produced, by the way, a very large and 
high-quality portfolio of SBA loans), its 
loss to the 
omy, SBA 
lending will 
continue to 
grow dramati-
cally for the 
foreseeable 
future in San 
Bernardino 
and Riverside 
counties. 
While most of the SBA 's cooperating 
lending institutions are headquartered 
in Orange, Los Angeles or San Diego 
Counties, many have offices in the In-
land Empire. Because it is important to 
program 
was not sub-
stantial con-
sidering the 
large num-
ber of very 
active par-
ticipating 
lenders in 
Southern 
California. The record-
breaking eco-
nomic growth, 
which has tak-
have locally based banks involved with 
the SBA program, the SBA is very 
interested in inquiries from 
Inland Empire lenders. To be eli-gible for 
SBA fund-
en place in 
the Inland Empire during the past few 
years, has seen the creation of thousands 
of small businesses in the area. Many of 
these businesses have used the SBA 
loan guarantee program as a way to ob-
tain funds for growth at reasonable mar-
ket rates, repayable over seven to twen-
ty-five year terms. Repayment terms of 
this length are not available to small 
businesses under normal circumstances 
outside the SBA's program. 
While most of the SBA's cooperating 
lending institutions are headquartered in 
Orange, Los Angeles or San Diego coun-
ti es, many have offices in the Inland 
Empire. Because it is importanL to have 
,.. 
ing, a busi-
ness must be for profit and not engaged 
in lending or speculation or opinion-
molding activities. Funds can be used for 
the purchase of construction or real 
estate, machinery and equipment, in-
ventory, working capital, and for refund-
ing of debt. 
A List of institutions active in SBA Lend-
ing is available at the SBA office in Santa 
Ana, which can be reached at (714) 836-
2494. 
• Degree Programs tn 
Information Science 
• Master of Science 
The Management of Information Systems 
• Master of Science 
The Management of Telecommunication Systems 
• Master of Science 
Computer Information Systems 
• Doctor of Philosophy 
The Management of Information Systems 
Desi ned for both full-time and employed students wh~ 
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OWNER/USER COMMERCIAL 
REAL ESTATE LOANS 
Up to 90% Financing 
OWNER/USERS ONLY 
Commercial/Industrial/Office 
Medical/Office Condos 
- NO APARTMENTS -
* Up to $1,000,000 
* Up to 25 Year Terms 
* No Prepayment Penalty 
For More Information Contact 
BOB ROTHCHILD 
(714)983-8100 
THE MONfY SI'ORE ® 
INVESTMENT CORPORATION 
"The extra money I earn as an AppleOne 
temporary, lets us take our dream vacations?' 
AppleOne is the fastest-growing independent er:':ploy.ment 
service in the West. We offer you temporary pos1t1ons 1n 
pleasant office environmen!s near your hom~. Turn your dream into 
reality' Call us and start sav1ng for your vacat1on now. 
CORONA (714) 279-1100 DIAMOND BAR (714) 860-8610 FONTANA (714) 355-5491 
MONTCLAIR (714) 625-7576 RIVERSIDE (714) 358·1270 SAN BERNARDINO (714) 884-6351 
TEMECULA (714)6~ UPLAND [in4)~6229 
g . the development and management of com 
seek c~reers In . stems in organizations. Applications 
puter •n.fo~mahon syw being accepted. Please direct inquir-for admiSSIOn are no 
ies to: 
Programs in Information Science 
The Cloremont Groduote School 
Academic Computing Building 
130 E. Ninth Street 
Claremont, CA 91711 -6190 
,(714) 621-8209 
The 
Claremont 
11111111~ Graduate ~ f1School 
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Robert 0. Marocco Joins 
Bolton & Co. 
Robert 0. Marocco has joined the 
Palm Desert office of Bolton & Co., one 
of California's largest commercial prop-
erty/casualty brokerage firms, as account 
executive. 
Prior to joining Bolton & Co., Marocco 
was president of Asset Risk Manage-
ment, Inc. in Santa Rosa , California, 
where he handled various aspects of risk 
account management. Previously, Ma-
rocco was president of Wilkey & Maroc-
co Insurance Agency, Inc . also located 
in Santa Rosa. 
Local Architect Appointed To State 
Advisory Board 
Gary L. McGavin, AlA has been· ap-
pointed to the State of California Advi-
sory Board for review of the School 
Field Act. McGavin, a project director 
for HMC Group, an Ontario-based archi-
tectural firm, is a long-time resident of 
Riverside. 
The Field Act is the law enacted short-
ly after the Long Beach Earthquake of 
1933, for earthquake-resistant designs of 
schools and hospitals. McGavin is quali-
fied for the Advisory Board in that he is 
educated as both an architect and geolo-
gist. He has taught geology at the col-
lege level, specialized in the design of 
school facilities for more than 10 years, 
and has been the author of many techni-
cal works on earthquake design includ-
ing a textbook published by John Wiley 
and Sons, Inc. on "Earthquake Protection 
of Essential Building Equipment." 
UCR's Business Research Bureau 
Conducts Tyler Mall Marketing 
Study 
The Univers ity of California River-
side's Business Research Bureau is con-
ducting a marketing study for Tyler Mall 
to determine customers' shopping habits 
and what additional services they desire 
from a super regional shopping facility . 
The mall , undergoing an expansion 
that will nearly double its size, plans to 
add a Nordstrom Department Store and 
about 100 additional specialty shops. 
The study is being conducted by 
M .B.A. students at UCR under the direc-
tion of UCR faculty members Walt Hen-
ry and Abnik Roy. They will collect in-
formation by conducting telephone and 
in-person mall surveys to determine con-
sumers' shopping habits and identify ad-
ditional retail products and services they 
would like to see in the mall. 
Established in 1987, the Business Re-
search Bureau links the resources of the 
Graduate School of Management at 
UCR to the actual needs of business. 
Car/iene Danielsen Named Chair-
person of Economic Development 
Committee 
The board of directors of the Temecula 
Valley Chamber of Commerce .have ap-
proved the nomination of Carhene Da-
nielsen as chairman of the Temecula 
Valley Economic Development Commit-
tee (EDC). 
Danielsen, who is manager of the 
Temecula office of John Burnham and 
Co. Real Estate Management, has 
served on the committee since January 
1989. 
Boise Cascade Buys in Empire 
A Fortune 500 company has purchased 
27 acres in Empire Business Center, a 
190-acre master-planned industrial park 
in Mira Lorna, a Riverside County rede-
velopment area near Ontario Internation-
al Airport. 
Boise Cascade will locate a major of-
fice products distribution center on the 
land, which occupies the far western sec-
tor of the development. Plans at this time 
call for a 200,000-square-foot facility 
with expansion capability. 
The new Inland Empire facility will be-
come the company's largest distribution 
facility in Southern California, augment-
ing a smaller facility located in Rancho 
Dominguez. 
Plaza Funding Moves Inland Em-
pire Office to Independence Corpo-
rate Centre 
·Plaza Funding Corp. announced the 
relocation of their Inland Empire office 
in the Ontario Airport area to Indepen-
dence Corporate Center (ICC). 
Plaza Funding is a subsidiary of Plaza 
Savings, a $68 million institution based 
in Santa Ana. Plaza Savings has eight 
branches serving the California market. 
Old World Wood Purchases Indus-
trial Building in Corona 
Old World Wood has purchased a 
17 ,075-square-foot industrial building in 
Corona in a transaction valued at 
$819,600. 
Old World Wood plans to use the in-
dustrial space for distribution and supply. 
The company, which was located in 
Stanton, is relocating to 1915 E. Elisa 
Cir. in the Huntco/Corona Industrial 
Park. 
Make Room For the Mall 
Moreno Valley Mall at TownGate, a 
joint-venture of Homart Development Co. 
and Fritz Duda Co., has announced an 
opening date of 1992. The mall will be 
anchored by May Co., Sears, the Broad-
way and JC Penney and will include 
more than 400,000 square feet of special-
ty retail stores. 
Cash Dividends 
CVB Financial Corp. announce a regu-
lar quarterly cash dividend of 6.5 cents 
per share. The dividend was declared by 
the company's board of directors at its 
June 20th meeting. Shareholders of 
record on July 5, 1990 will receive the 
dividend payments on July 18, 1990. 
Chino Valley Bank, CVB Financial's 
primary subsidiary, is the largest inde-
pendent bank headquartered in the Inland 
Empire. 
Nine Percent From The Top 
Independence Corporate Center (ICC) 
in Rancho Cucamonga announced the 
signing of two new leases, which brought 
its occupancy rate up to 91 percent. 
JUNE 28 - JULY 27 1990 
BUILDING MATERIALS 
BLOCK• CEMENT 
•ROCK o SAND 
9393 HAVEN AVE 
~RANCHO CUCAMONGA 
OPEN 7 DAYS. 
WE DELIVER 
With a lbshiba telephone system, 
your business won't become terminal. 
When your phones break down, they become ominously 
silent. And even fast-growing businesses suffer a lack of calls. 
A lack of orders. A lack of business. 
With a Toshiba Perception(ft; PBX 
telephone system, however, break-
downs are practically a thing of 
the past. It's the no-worry system 
so reliable, it'll keep those calls 
corning in for years. And it 
offers easy expandability and 
telephone compatibility with 
our other systems. 
· Toshiba Perception. It 
j ... : • "' .... -;. . .. · .... .: : ~. 
gives the competition a 
terminal case of envy. ~ -·-~ ...... - - ····-
- ~' ~"(' .. 
Tosh1bd Amenca. Inc. 
ASK FOR GREG 
Inland Telephone 
(714) 946-5891 
RESULTS 
RECROVGERY 
• Adult and adolescent 
psychiatric services 
• Adult chemical dependency 
• Adolescent dual 
diagnosis program 
• Comprehensive mental 
health care company 
Knollwood Center 
Affiliated with 
Riverside Community Hospital 
and Behavioral Health Resources. 
5900 Brockton Ave. 
Riverside, CA 92506 
(714) 275-8400 
BEHAVI~RAL HEALTH Res~urces 
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Executive Investment Risk 
. Compensation Growing 
More ~ompan.Ie~ are requiring senior executives to put their own money on the line 
alon~ w1th pubhc mvestors in new "investment risk" long-term compensation plans, ac-
cording to one of the nation's leading management compensation consultants. 
"By providing senior executives with an opportunity for significant rewards based on 
comp~ny performance, the board of directors can create the ideal link between manage-
ment mterests and those of the shareholders," said Robin Ferracone, vice president and 
partner, Strategic Compensation Associates. 
. "Companies have dramatically increased their use of long-term incentives over the past 
f1ve years, and as a result, more executives have a greater share of their total compensa-
tion package driven by long-term results," according to Ferracone. 
Although the value of long-term incentives has increased at more than three times the 
rate of annual cash compensation, there is a strong argument that no additional risk has 
really been borne by executives, Ferracone said. These added risks have been offset by an 
increase in the total pay package, she said. 
The investment risk approach offers a number of potential benefits, Ferracone said. In 
addition to enhancing executive alignment with shareholder interest, increased manage-
ment ownership tends to improve the investment community's perception of the compa-
ny, Ferracone added. 
"The investment risk concept is enjoying increased attention from the boards of direc-
tors as they seek to address pressures from shareholders, raiders and even management it-
self about the form of executive pay," said Ferracone. "Shareholder activism and public 
scrutiny of 'excessive' compensation has many boards questioning the use of lucrative, 
'add-on' forms of long-term incentive." 
Investment risk can be incorporated into executive pay through variations to traditional 
long-term incentive concepts. Some of the possibilities cited by Ferracone include: 
Stock Options With Holding Restriction. Probably the easiest plan to adopt and com-
municate, this variation requires that stock received upon option exercise be held for a 
minimum period of time (e.g., one year). 
Stock Option Purchase. Another simple twist to traditional stock options, this ap-
proach requires executives to purchase stock options. If desired, the purchase price might 
be later credited against the exercise price of stock. 
Restricted Stock Purchase. Like stock option purchase, a restricted stock purchase re-
quires executive investment. Executives may purchase restricted stock at a significant 
discount, but at a level considerably higher than the traditional par value investment re-
quired by many restricted stock plans. Alternatively, the stock could be sold at fair-
market value, with other program features (i.e., below-market financing) providing the 
compensatory element of the plan. 
Under these programs, share purchases can be financed through personal funds, compa-
ny loans, or a combination of the two. Further, the financing can be interest-bearing and 
may be forgiven based on time or performanc_e_·---~-:---~---~--
Moreno Valley Auto Mall: Advertisement 
Filling Transportation 
Needs While Creating 
Revenue And Jobs 
The Moreno Valley Auto Mall's 1991 
opening will create 800 new jobs, a figure 
expected to double by 1992, the mall's de-
veloper said. 
Scheduled to open with 15 car dealer-
ships, the 80-acre mall will eventually 
house 23 vehicle dealerships and nine recre-
ational dealers, selling everything from 
boats to motor homes. 
"Our projections indicate that the popula-
tion in this market will grow 57% by the 
year 2ooO," said Mike Hamilton of West-
em Land Profiles, a mall developer. . 
Located at the southeast corner of High-
way 60 and Moreno Beach Blv.d.~ th~ mall 
, is expected to generate $300 ~m.lho~ m an-
nual revenue, including $3 milbon m taxes 
for the city. It would be the 16th largest 
single producer of tax revenue in Moreno 
Valley. 
Moreno Valley's population of 1~0,0?0 
. . 12m annually Population m IS growmg 70 • . 1 d the greater market area, which me u . es 
southwest Riverside County and a portiOn 
of San Bernardino County, is expected to 
jump from 1.18 million in 1989 to 1.8 
million by the year 2000. . . 
In addition, one million VISitors pass 
through Moreno Valley annuall~ on th~ 
way to Lake Perris and P~~ Spnngs. ~e 
velopers hope that in additiOn to stoppmg 
for a coke and a hamburger along the way, 
travelers will also pick up a camper or a 
boat to take to the lake. 
(V)u~® fo[f1)~rru©o~~ 
0[p)~@ wtiOJl rru o~~ 
(d)~ 'f~® rDJ®©~~®~oo 
Learn to 
SAVE WHILE YOU SPEND ... 
• 20% Rebate On Your Long 
Distance Phone Bill 
• 5% Rebate on Airline, Cruise 
Tour! 
• Up to 50% Off on 17,000 
hotels Around the World 
• Rebates on YOUR MASTER-
CARD™ Purchases 
• 10% Rebates on Already 
Discounted Purchases! 
• Luxury Resorts and Condomi-
nlumns from $99 per week! 
• Savings of Thousands of 
Dollars on YOUR home 
mortgage! 
Join either as a member, or inquire 
about how to get involved in an ex cit-
ing marketing opp~~u~it~ . If you're in-
terested about minimizing your cur-
rent expenses, and/or would like to 
earn additional income ... ask about 
how you can participate. 10 #349400 
Call William Douglass 
(714) 941-1121 
A Wine and Food Survey by William 
This column is written for the business person 
who finds travel a necessity, as well as for those 
who believe that eating a fine meal with a very 
pleasant wine is a reward of travel and even life. 
Each month we shall comment on different 
restaurants, in the various cities that, I believe, 
are most often visited by business persons from 
the Inland Empire. These restaurants are chosen 
strictly on merit. All restaurants were personally 
visited./ plan to offer you brief surveys, in lieu of 
long reviews. 
EQUUS, AT FOUNTAINGROVE INN 
- The inn's manager and internationally 
renowned restaurateur Dieter Meier wel-
comes diners to Equus, where the executive 
chef creates classic yet imaginative dishes 
incorporating the freshest local meats and 
produce with exotic ingr~dients - dishes 
that surprise with their originality and sat-
isfy with their simple good taste. You can 
sink into a spacious booth or dine center 
stage under the coffered mahogany ceiling. 
In the lounge, you can sip cocktails and lis-
ten to romantic music played on the grand 
piano. Be sure to examine the Gallery of 
Sonoma County Wines, a display of nearly 
300 premium wines representing virtually 
every winery in the county. For this collec-
tion, the winemakers personally selected 
each bottle. 
Believe me, you won't be disappoint-
ed ... try the Equus. Reservations a must, 
call (707) 578-6101. Located at 101 Foun-
taingrove Parkway, Santa Rosa. 
BERINGER VINEY ARDS-ln the plan-
ning stages since 1987, the Culinary Arts 
Center will house the School for American 
Chefs. The school was created by the joint 
efforts of Tor Kenward, vice president of 
Winery Communication, and Madeleine 
Kamman, nationally recognized teacher, 
chef and television personality. After partic-
ipating in a number of events at the winery 
over the last few years, Madeleine chose S t 
Helena as the place to continue her teaching 
career and she suggested a Beringer chefs 
school. Tor gave the school its fmal cachet 
by making it a scholarship program offered 
nationwide to all working chefs. Selection 
for the scholarship recipients will be made 
on the basis of a menu written by each ap-
plicant in which he or she will be using the 
ingredients of his or her region and of an 
essay stating the applicant's career goals 
and philosophy of the future of the food 
profession. · 
Since many chefs are anxious to enhance 
their basic knowledge and skills, lectures 
will focus on food science, food history, 
creative menu planning as well as any man-
agement problem encountered by partici-
pants. 
A few classes for non-chefs will be of-
fered, such as a Food Lover's Weekend with 
Madeleine Kamman and a five-day class for 
cooking teachers. Funds from those classes 
will help fund the scholarship program. 
Celebrations will take place through the 
summer as the students arrive at Beringer to 
start working in the new state-of-the-art 
kitchens of the Hudson House. 
SUBSCRIBE 
YES! I want to join today's winners. Please send me the 
next 12 issues of Inland Empire Business Journal at the 
low introductory rate of $12. 
The Business Journal that provides you with sophisticated, authorita-
tive, concise information to help you operate your company more 
effectively and profitably -you witt be updated and informed on new 
strategies to deal with old problems. 
1991 Book of Lists 
YES! I would like a copy of the 1991 Book of Lists. 
$24.95 + 2.50 for P/H = $27.45. On September 30, 1_990, the 
Inland Empire Business Jownal witt publish its m:muai Book of Ltsts-
our most popular saved pages in one co~prehenstve vol~me. AU of the 
Inland Empire's major industries and busmess sectors wtlt be rer resented . 
-~--------------------------
Name------------- Title--------
Comp~Y-------------------------
Address----------------------
City ____________________ State ----- Zip ____ _ 
Phone __________________ __ Date ---------
D Check enclosed (subscription only. $12) 
D Check enclosed (Book of Lists only. $27 .45) 
D Special _ Both Book of Lists ~d subscription $34.45 (savings of $5) 
· bustness1oumal 
3535 Inland Empire Blvd. • Ontario, CA 91764 • (714) 941-1121 
PAGE 22 - INLAND EMPIRE BUSINESS JOURNAL JUNE 28 - JULY 27 1990 
IDEAS FOR THE INLAND EMPIRE 
Commercial & Residential 
Real Estate In The 
Inland Empire: Where Is It Headed? 
by David W. Moore and 
AI Steward 
Schneider Commercial Real Estate 
The talk across the nation is "Where is the economy 
headed?" In San Bernardino County, we know! "Steady 
growth" are the two words that best describe San Bernardi-
no County's outlook for the '90s. Our county is growing 
because of several factors. 
Large tracts of land, as well as "infill" parcels are still 
available at prices which will work for developers and ulti-
mately consumers. An ever-increasing number of new res-
idents are migrating into the county from Los Angeles and 
Orange counties. The attraction is mainly because our 
county provides access to one of the largest markets in the 
United States. The state population generates retail sales 
in excess of $140 billion. Forty-seven percent of that mar-
ket is within one hour of western San Bernardino County. 
Also, the labor pool is diversified enough to allow for 
employment of unskilled, skilled and professional labor. 
The county economy had 11,600 more jobs available in 
August than one year ago. Additionally, the governmental 
agencies are providing the necessary approvals, encourag-
ing growth and expansion of their spheres of influence. 
The county has an excellent transportation system provid-
ing rapid movement of goods throughout the Pacific Re-
gion accessing a market with an effective buying power of 
over $370 billion. 
San Bernardino County shares a metropolitan area with 
Riverside creating the fastest growing urban region in Cal-
ifornia and the fifth fastest in the nation. 
The twin counties combined for a 46% population in-
crease between 1980 and 1988. The population bulged 
from 1,558,215 in 1980 to 2,277,600 in 1988. Those are 
the kind of numbers that impress developers, investors, 
corporations and entities, such as the World League of 
American Football which is eyeing San Bernardino for 
one of its 12 United States franchises. 
To understand the county, a closer look must be made as 
to the areas of development. The expansion is primarily 
focused in two areas of the county, the first being the high 
desert consisting of Victorville, Adelanto, Hesperia, Apple 
Valley and Baratow. The second being the core area of On-
tario, Chino, Grand Terrace, Montclair, San Bernardino, 
Rialto, Colton, Yucaipa, Rancho Cucamonga, Redlands, 
Fontana, Lorna Linda, Highland and Upland. 
Fontana and Rancho Cucamonga are ranked second 
among California's fastest growing cities. Colton, Victor-
ville and Adelanto are ranked 5th, 6th and 7th respectively 
among California's fastest growing cities. San Bernardino 
County's 12 largest master-planned communities will ac-
count for nearly 53,000 housing units on 41,656 acres at 
an average density of 1.27 housing units per acre. Still, 
this number will be less than one-third of the new houses 
needed by the region by the year 2010. Therefore, either 
master-planned activity will have to be significantly ~n­
creased, or smaller builders will have to be able to bmld 
homes on "infill" areas. 
The housing boom has created a retail frenzy especially 
in the area of anchored shopping centers, fast food restau-
rants and automotive services. 
Industries have found the Inland Empire attractive, 
choosing the county for their distribution facilities. ~om­
panics such as Edison Apparel Outlet, occupymg a 
1 00,000-square-foot complex, and Toys 'r Us, w_ith _an im-
pressive facility of over 600,000 square feet, mdtcate a 
trend for others to follow. For San Bernardino County, the 
remaining years promise more growth. 
Computers,Whlch Allow The User A 
Graphical Interface, Will Become 
Common Business Tools 
By Jack Bridgman 
In the early 1980s, Apple Computer C~. anno~nced a 
new computer named "Lisa." It used a radically dtfferent 
method for telling the user what to do. . 
Instead of memorizing strings of crypuc commands, as 
they had to do on other computers, users merely looked at 
the screen. There, displayed in plain sight, were all the 
tools they were used to using in the office: pens, pencils, 
folders and even a trash can. 
Lisa introduced something known as the "graphic envi-
ronment," which the Macintosh also employed when it re-
placed "Lisa" in 1984. Using that graphic environment 
will eventually become the W(\y most people do business. 
At least it will change the way they do business on a 
computer. 
The reason is simple: a graphic environment saves at 
the bottom line, and it saves big. 
Hughes Aircraft Co. did a study which documents just 
how much a graphics environment can save a business. At 
the end of the four-week study, Hughes employees com-
piled a 100-page report. It concluded that, where Macin-
tosh computers were used, there was a 64 percent increase 
in productivity. 
The bottom line? In just four weeks the company saved 
nearly $183,000. 
The graphic environment is here to stay because it 
creates a better way for people to interact with computers. 
Almost all computer makers, including those producing 
PCs, are either creating their own operating system with 
graphics in mind or they are using somebody else's. 
In the not-too-distant future, we will see speech-
oriented computers being widely used in the business 
world. The environment for the computer user will be-
come increasingly more friendly as we develop better ways 
to tell the computer how to provide information to us. We 
have to tell the computer how to communicate in human 
terms, rather than "computerese." 
Jack Bridgman is Apple Product Manager for Software 
Service & Computers in Riverside 
Is There A Savings Association 
In Your Future? 
by Frank J . Delany 
Savings and Loan Attorney 
Reid & Hellyer 
We have been deluged, on a more or less daily basis for 
the last several years, with news stories relating to the de-
mise of insolvent savings and loan associations and the 
costs which will be incurred by the American taxpayers in 
cleaning up the ailing thrift industry. Stories of misman-
agement by executive officers of these savings institu-
tions, duly chronicling their lavish I ifesty les, have be-
come as common as stories about Donald Trump. 
Since August, 1989, the Resolution Trust Corp., the 
federal agency charged with managing and disposing of 
failed savings and loan associations, has sold 190 failed 
thrifts with total assets of $50.7 billion and placed 73 oth-
ers with total assets of $48 billion on the block. 
Perhaps now is the time to step back, take a hard look 
at the savings and loan industry and ask the two basic 
questions which underlie the recent stories and events: 
Does the savings and loan industry have a future? If so, 
what is it? 
In recent years, all sorts of different kinds of financial 
institutions have been involved in making home loans. In 
addition to savings and loan associations, it is no longer 
unusual to see banks, life insurance companies, mortgage 
companies and even credit unions in the home lending 
market. 
The Financial Institutions Reform, Recovery and En-
forcement Act of 1989 (FIRREA) was enacted in August 
of last year. One of its primary purposes was to promote a 
safe and stable system of affordable housing financing. 
It accomplishes this purpose by: requiring savings asso-
ciations to put at least 70 percent of their assets into 
home loans or mortgage backed securities; and restricting 
or, in some cases, eliminating non-housing related loans 
and investments by these associations. 
It is this statutory requirement that differentiates the sav-
ings association from the other financial institutions in-
volved in the home lending market. These other financial 
institutions have the ability to determine, for whatever 
reason, not to make housing credit available to consu-
mers, either for a certain period of time or at all. 
Savings associations, on the other hand, are committed 
to lending for housing -- in good times and in bad. As a 
result, they will make home loans when housing credit is 
not available (at least on an affordable basis) from the oth-
er financial institutions who are in, and periodically out 
of, the home lending market 
In addition to committing the savings associations to 
provide a safe and affordable system of housing finance, 
FIRREA imposed certain capital standards on savings as-
sociations. These standards, involving a leverage limit, a 
tangible capital requirement and a risk based capital re-
quirement, will have the overall effect, over a relatively 
short period of time, of eliminating the marginal and in-
solvent savings associations. 
As a matter of fact, and contrary to the spate of adverse 
news stories published to date, it appears that a relatively 
large percentage of the remaining savings associations 
meet the new capital standards. A study by Alex Sheshun-
off & Co., an Austin, Texas-based financial research firm, 
indicates that 67 percent of the nation's thrifts meet the 3 
percent tangible capital to assets requirement of FIRREA. 
Prominent Inland Empire-based savings associations, 
such as Hemet Federal Savings and Loan Association and 
Redlands Federal Savings and Loan Association, not only 
meet, but exceed the currently applicable capital standards. 
These Inland Empire based savings associations have de-
veloped market niches focused on the needs of the Inland 
Empire consumer. In addition to their core deposit-taking 
and mortgage lending business, they also offer their cus-
tomers a wide variety of complementary consumer lending 
products. 
They have become, in effect, a one-stop financial center 
for the family and its financial needs. It is this focused 
strategy which will permit savings associations like these 
not only to survive but prosper. 
The answers then to the questions posed above are clear. 
Simply put, the savings and loan industry does have a fu-
ture. It is a future which is tied to home lending and, if 
you are now, or will in the future be in the market for a 
loan on your home, or have other personal financial needs, 
there is a savings association in your future. 
Television tor the Inland Empire 
by Norman Miller 
Independent Vidco(felevision Producer 
Visual Concepts, Ontario 
The Inland Empire is included in the Los Angeles 
Area of Dominate Influence (ADI). National television 
networks and advertising agencies base their major ad sales 
and buys on ratings relative to the station's programming 
and its AD I. If the percentage of homes that can receive 
the television signal is less than 50 percent, the possibili-
ty of a new market (ADI) is born. 
Palm Springs now has two network affiliates, ABC 
on channel 42, and NBC on channel 36. CBS uses an 
LPT (low power television) booster for Palm Springs 
cable pick-up. Currently, the percentage of households in 
the Inland Empire, excluding high-and-low-desert, reacha-
ble by Los Angeles stations is 70-to-85 percent. 
It makes no sense, then, for the networks to bleed 
themselves of revenues for the sake of catered local pro-
gramming or new affiliates. 
But, then there is cable television-you know, the 
companies that buy and sell themselves every five years 
and whose phones are always busy. They provide some lo-
cal programming but no news. Our own PBS station, 
KVCR, channel24, is not being carried by one of the ma-
jor cable systems servicing the Inland Empire. They elect 
to carry PBS, KCET, channel 28, out of Los Angeles. 
KVCR is licensed to the county of San Bernardino and 
was the first PBS station in the Southland. 
Where will Inland Empire television be at the end of 
the 1990s? Look for more cable channels as older systems 
are up-graded. Smaller cable systems will be bought up by 
conglomerates, opening more doors for local advertising. 
There are at least a dozen new channels on the drawing 
board, including two comedy and two science fiction chan-
nels, pi us more Spanish language channels. 
Expect an Inland Empire channel, offering a variety of 
indigenous programming, news, lifestyle, commerce, 
sports and special interest shows. This could be a win-win 
scenario for viewers, advertisers, local government and 
business. We would finally hear and see all the events and 
issues that affect us in our daily lives. 
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Zerovnik & Co. 
4650 Arrow Hwy. Ste. A3 
Montclair, CA 91763 
Greg Zeronvnik, President 
(714) 625-6086 
Butler Advertising 
6240 Riverside Ave. 
Riverside, CA 92506 
Fred Butler, President 
(714) 784-2240 
Brown & Broedow 
2143 E. D St. Ste. 100 
Ontario, CA 91786 
Jan Brown & Larry Broedow, Owners 
(714) 988-0944 
Ruckle & White 
1650 7th St. Ste. 200 
Riverside, CA 92507 
Pat Ruckle, Owner 
(714) 684-7635 
Chandler Dubois & Holt 
517 S. Mamona Ave.# 201 
Corona, CA 91719 
Steve Holt, Owner 
(714) 735-5490 
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Public Relations Firms In The Inland Empire 
Jones Advertising Agency 
303 N. Indian Ave. 
Palm Springs, CA 92262 
Milton Jones, Owner 
(619) 325-1437 
Image Communications 
69844 Highway 111 
Rancho Mirage, CA 92270 
Mike Heqin, Owner 
(619) 321-5009 
Custom West Communications 
31678 Railroad Canyon Road 
Romoland, CA 92380 
Michael Haas, President 
(714) 244-8430 
Action Advertising 
9506 Magnolia Ave. Ste. 206 
Riverside, CA 92503 
Robert Randleman, Owner 
(714) 351-2400 
Creative Concepts 
5605 Via San Jacinto 
Riverside, CA 92506 
Mildred Byars, Owner 
(714) 686-7011 
Media One 
4455 Main St. #1 
Riverside, CA 92506 
Howard Fisher, Manager 
(714) 781-0201 
Trend Setters 
3730 Elizabeth St. 
Riverside, CA 92506 
Richard Greenberg, Owner 
(714) 788-0571 
Moreno Valley Public Relations 
23800 Sunnymead Blvd. #D 
Moreno Valley, CA 92388 
Larry Holland, President 
(714) 924-1303 
Communico 
9375 Archibald Ave. #302 
Rancho Cucamonga, CA 91730 
Joshua Schwartz, President 
(714) 944-0057 
Valley Advertising 
194 2 S. Augusta Ct. 
Ontario, CA 91761 
Fred Cagy, Owner 
(714) 947-9344 
Uber Advertising 
1470 W. 9th St. #C 
Upland, Ca 91786 
Carol Uber, President 
(714) 981-3141 
Ford Advertisng Agency 
1421 E. Cooley Dr. #200 
Colton, CA 92324 
Diane Ford, Owner 
(714) 370-1266 
Up Front 
1111 W. Redlands Blvd. 
Redlands, CA 92373 
Chuck Olsen, Frank McReynolds 
Partners (714) 793-4160 
The Impact Group 
2068 Orange Tree Lane #215 
Redlands, CA 92374 
Billy Williams, President 
(714) 793-2233 
Marketing Communications Group 
124 S. Arrowhead Ave. 
San Bernardino, CA 92408 
Larry Thompson, President 
(714) 885-4976 
· · Marketing Communications In The '90s 
by Alan Ziegaus and Dan Silverman 
It's no wonder that so many marketing 
programs fail. 
In fact, a recent survey reported that cor-
porate communication executives felt that 
only about 30-35 percent of all such pro-
grams were very successful. And, when 
you stop and think about the resources 
(both financial and the human variety) 
these same marketers have devoted, one 
covering what will set the standard for the 
'90s. In simplest terms - research is es-
sential. More time must be spent on as-
sessing the situation.Once you've nailed 
the problem, then you begin working on 
the solution. 
Rule number one - think like your 
prospect. It's up to the marketer and public 
relations professional to determine who 
their audience is, and to then analyze, un-
derstand and appreciate the situation that an 
The following outlines some trends for 
the 90s that have developed during the tran-
sition to this approach, and should be con-
sidered when creating your strategies: 
•· A greater emphasis will be placed on 
two-way communication. Increasingly, 
businesses are recognizing that boasting 
about its product or service will not ensure 
success. More and more public relations 
programs and ad campaigns will be incor-
porating a means for acquiring feedback 
it will be too late to change your outcome. 
• There will be an increased emphasis 
on employee relations. By simply combin-
ing the growing shortage of skilled em-
ployees with the fact that employees are a 
company's best spokespersons, businesses 
can easily see the importance of this area 
of public relations and marketing. Pro-
grams maximizing the importance of em-
ployees will be at the top of business pri-
ority lists. Go down to the front. Talk face 
to face with your sales-
must stop and ask, 
"What's wrong with 
this picture?" 
What goes wrong at 
the end is usually due 
to what goes wrong at 
the start. 
Remember GIGO? 
That's early compute-
rese for Garbage In, 
Garbage Out. GIGO is 
also a great way to 
A million-dollar communication's campaign is implemented. In the 
end, not one person's attitude toward your company has changed, nor 
have you increased your product's sales by even one percent. The rea-
son: you've sent a million dollars worth of the wrong message, to the 
wrong audience, for the wrong reason. In the past, this has been the 
fate of many public relations and marketing programs. 
people, waiters, reserva-
tionists, etc. Remember, 
great generals knew they 
needed to see what was 
happening in the trench-
es in order to wage an ef-
fective military strategy. 
Pay a great deal of re-
spect to the "ivory tower 
syndrome." It's true. 
summarize what mar-
keters and public rela-
tions professionals be-
gan realizing in the 
80s, and will be avoiding in the 90s. . 
Example: A million-dollar commumca-
tion's campaign is implemented. In the 
end, not one person's attitude toward y~ur 
company has changed, nor have you m-
creased your product's sales by eve~ ~ne 
percent. The reason: you've spent a mtlhon 
dollars worth of the wrong message, to the 
wrong audience, for the wrong reason. In 
the past, this has been the fate of many 
public relations and marketing programs .. 
So how does this happen, and how can tt 
be avoided? Professionals were so caught 
up in the implementation, they never both-
ered to first step back and figure out what 
it was they needed to accompli.sh. Fortu-
nately, public relations professiOnals a?d 
marketers at the end of the '80s began dis-
audience or consumer faces when forming 
an opinion or making a purchasing deci-
sion. 
Here are three tips on how the "thinking 
like your prospect" approach can be put to 
work for your organization. 
(1) Focus on why people would not 
buy your product, or support your compa-
ny, as opposed to all the reas~ns why they 
would. Concentrate on breaking down all 
barriers, softening any resistance and elimi-
nating their apprehensions. 
(2) Ask yourself why you pers~nally 
would or would not buy the product tf you 
were the customer. 
(3) Conduct qualitative research to truly 
understand your prospect's mindset. Hunch-
es are hardly a reliable source. 
from their audiences and prospective buy-
ers, and will then act upon that feedback. 
• There will be a greater accountabili-
ty for public relations and marketing pro-
grams. Clients and management will want 
to know "Where did we begin?" "What 
were our goals and did we get there?" The 
"so-what" question will be asked more and 
more. 
For instance, when a story is pub-
lished, a brochure is produced or an ad slo-
gan run, decision-makers will want to 
know what it accomplished. The only way 
to account for progress is to set quantifia-
ble goals and objectives. Ideally, you 
should conduct benchmark measurements 
periodically throughout the program. If 
you wait until the end to measure progress, 
Firms such as ours, 
that specialize in coun-
seling clients in a wide 
range of communication 
disciplines, rely on antic-
ipating public reaction at every turn -
ahead of time. We have found that the ap-
proach outlined above is not only more ef-
fective, but it also enables us to solve 
problems much more quickly - which in 
our business, is often half the battle. 
So, don't let your marketing program fall 
into the 65 percent that end up with disap-
pointing results. Do your homework and 
think like your prospect first. Then, ulti-
mately, they'll think about you the right 
way, too. 
Alan Ziegaus is a principal with and 
president of Stoorza, Ziegaus and Metzger, 
a marketing communication's and govern-
ment relation's firm. It has offices in Tem-
ecula, San Diego, Los Angeles and Sacra-
mento. 
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Focus: Chino 
Industrial Development 
More than 23.2 million square feet of 
commercial and industrial space has 
?een developed and more than 22,000 
JObs have been created in Chino since 
1985. According to the California De-
partment of Finance and Board of Equal-
ization, Chino has experienced the high-
est rate of growth in taxable sales and 
that will contain 138,000 square feet of 
retail, professional office, restaurants, a 
health club and theaters. 
The County Fair Shopping Center at 
the northeast comer of Philadelphia and 
Central avenues is undergoing rehabilita-
tion. The 17-acre site will include restau-
rants, markets, a drug store, office sup-
plies and other small shops. 
per capita sales in the western Inland Residential Development 
Empire since 1980. 
Companies can buy land in Chino for Chino has tried to balance business 
the same monthly cash flow they rent for growth with residential development. The 
in Orange and Los Angeles counties, ac- hometown atmosphere that prevailed 
cording to Paul Earnhart of Lee & Asso- when the area was almost wholly agri-
ciates Commercial Real Estate Services. cultural has endured. Families are impor-
Chino's industrial land prices appreciat- tant in Chino and 10 new schools and 
ed 17% in 1988 and industrial building nine new parks have gone up since 1985. 
prices rose 11% during the same time. The largest park, named for State Sena-
Major companies, such as Ethan Allen, tor Ruben S. Ayala, will eventually en-
Montgomery Ward, Square D. Hussmann compass over 340 acres along Edison 
and Farmers Insurance have located in Ave. 
Chino. The city's population has grown from 
Sitting adjacent to the Los Angeles 52,000 in 1987 to 59,600 in 1990. During 
County border on the 60 Freeway, Chino the past five years, builders erected 3100 
is also near the borders of San Bernardi- single and multifamily homes. The aver-
no, Riverside and Orange counties. Chi- age home in Chino costs $192,400 and 
no boasts a larger supply of executive $245,800 in Chino Hills. 
homes than many Inland Empire cities, Eventually, over 3110 homes, stretch-
yet maintains a good supply of moderate ing over 1000 acres, will be built in East 
and affordable housing for a strong labor Chino. Approximately 900 homes have 
base. been completed or are under construe-
According to Earl Nelson, the city's di- tion. 
rector of community development, "In . Ease of access to the employment cen-
the 1970s we saw a lot of residential ters of Orange and Los Angeles counties 
construction and gained the bulk of our has contributed to Chino's residential 
population. The 1980s saw an explosion growth. The Pomona Freeway, Highway 
71 (soon to be up-
~-------------------------------------------- graded to freeway 
status), Carbon Can-
yon Road, and 
Grand Ave. provide 
commuters with var-
ious routes between 
home and work . 
• 
Chino Airport 
Majestic Spectrum is a planni!d development of more than 400 acres in the 
southwestern area of Chino. A regional mall is also planned f or the area. 
Fifty-year-old Chi-
no Airport is under-
going some major 
changes. The San 
Bernardino County 
board of supervisors 
approved a $57-
million , 20-year 
master plan in May 
1990. The plans will 
give the facility a 
of industry and commerce." 
Chino's growth plan calls for major in-
frastructure improvements, such as the 
widening of Central Ave., the city's main 
artery. More than $29.5 million has b~en 
spent or designated for infrastructure Im-
provement projects. . . 
They include expansion of the ctvic 
center area and the commercial down-
town and the development of more than 
400 acres within the city's southwestern 
industrial and business park area. 
The area surrounding the 60 Freeway 
and Central Ave. is also a major focus of 
new commercial development. 
Chino Town Square, located on Phila-
delphia Ave. between Central and Ben-
son avenues, has realized tremendous 
success since its 1987 opening. An-
chored by Mervyn's, Target, Nordstrom 
Rack and Pace, the 503,000-square-foot 
sub-regional shopping c~n~er _accounts 
for approximately $150 million m annual 
retail sales. 
Central Court at the northwest cor:ner 
of Central and Philadelphia avenues IS a 
62,000-square-foot retail developme?t. 
The Chino Promenade is a 20-acre stte 
new runway, extend one of the two exist-
ing runways, add more land, build a new 
control tower, improved security, and re-
pair or replace the aging infrastructure. 
James Monger, Director of Airports for 
San Bernardino County, said Chino's fa-
cility functions as a reliever airport for 
Ontario International and John Wayne 
airports. Chino is not likely to become a 
commercial airline field, but is very 
compatible with Ontario Airport as a lo-
cation for smaller aircraft and other ser-
vices, Monger said. 
Lockheed Aircraft Service has a facili-
ty at the Chino Airport that emp_l~ys ~25 
people in maintenance and mod1flcauons 
of various aircraft, such as the C-130. 
Currently, Chino Airport is the base ~or 
about 900 private and corporate au-
planes. After completion of the master 
plan, Chino will be able t~ _accomm~­
date 2500 airplanes. In addll1on to pn-
vate passenger flights, Chino ca~ handle 
small high-priority package shtpments. 
The airport is also an important location 
for air ambulance service. 
The major improvement resulting from 
the new master plan will be construction 
of a new east/west runway at a cost of within the park. The Chino Corporate 
$20 million. The runway will be 7000 Center, located at Ramona Ave. and 
feet long in order to more safely accom- Highway 71, contains a mid-rise office 
modate larger multi-engine corporate air- building. A medical and health facility, 
craft and Lockheed's operations. Addi- a hotel for business travelers and retail 
tionally, 
1000 feet 
will be add-
ed to one of 
the two ex-
isting run-
ways. 
Another 
$20 million 
has been 
earmarked 
for acquisi-
tion of adja-
cent land as 
it becomes 
available. 
Noise is not -~~ •. 
currently a 
problem be-
cause the Eventually, more than 3,110 homes stretching over 1000 acres will be built 
in east Chino. This is ON! of the new homes in SIU7Vnl!rplace, a residential developmLnt. 
airport is 
next to a cor-
rectional facility and farm land. Eventu-
ally, Chino Airport will encompass about 
llOO acres. 
Construction is scheduled to begin in 
September 1990 to replace the existing 
45-foot-high tower with a 75-foot-high 
FAA control tower costing $3.7 million. 
$300,000 is planned for improved se-
curity, including a new pass identifica-
tion system and construction of new se-
curity fencing around the perimeter of 
the airport. The balance of' improvements 
approved by the board of supervisors will 
stores are envisioned. The second project 
will consist of a series of small to mid-
size industrial buildings. 
An innovative feature of the plan will 
take advantage of the soon-to-be-opened 
Carbon Canyon Treatment Plant to uti-
lize reclaimed water for irrigation and 
industrial uses. This approach will con-
serve water resources as well as provide 
lower cost water for users. 
Almost two years have been commit-
ted to planning the park. 
be repair or replacement of water pipes, Regional Mall 
sewer lines and streets. 
Eucalyptus Business Park 
Chino is working on a plan for a 430-
acre business park to be developed over 
the next 20 years. The business/industrial 
park plan calls for art in public places, 
bicycle and pedestrian trails, and seven 
acres of public parks. The Eucalyptus 
Business Park will be bordered by High-
way 71 on the west, Eucalyptus Ave. on 
the north, Central Ave. on the east and 
Chino Hills Parkway on the south. 
At present this site is mostly vacant, 
but plans call for a full range of manu-
facturing, commercial, business/office 
and auto sales uses. Much of the Inland 
Empire's business is dedicated to distri-
bution. The planners of the Eucalyptus 
Business Park are hoping to balance out 
the industrial base by encouraging light 
manufacturing and are considering an 
auto mall, possibly along Highway 71. 
Two projects are currently underway 
The Majestic Spectrum and Homart 
Development Co. plan to build a region-
al shopping mall in Chino. 
Located on 88 acres fronting Highway 
71 at the Grand Ave. interchange, the 
center will contain approximately one 
million square feet of space. It will be 
built within the Majestic Spectrum, a 
425-acre mixed-use business community. 
Phase one, planned to open in 1994, 
will include approximately 265,000 
square feet of mall space and 400,000 
square feet for three anchor tenants. The 
Second phase will add an additional two 
anchors, or approximately 250,000 
square feet. Mall space will ultimately 
reach one million square feet upon build-
out in 1996. 
Chino's trade area contains about 
192,800 people and is expected to grow 
to 247,000 by 1994. The 1987 average 
household income is estimated to be 
$39,300, 30% higher than the market av-
erage. 
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• INCORPORATE Tax Free Nevada • 
Privacy, anonymity, protection (beats Del). Even if 
you are already incorporated, great benefits for you. 
Also office and services. FREE literature. 
Call or write: 
Laughlin Associates, Inc. 
1000 E. William Street 
Carson City, NV 89701. 
1-800/648-0966 or 
Fax 1-702-883-4874 
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by Janice L . Weis 
Since California is now suffering from its fourth con-
secutive dry year, water is currently a major issue in 
the Inland Empire as it is in the whole state. As busi-
nesses and people continue to settle in the Inland Em-
pire, careful management of scarce water resources be-
comes even more important. 
Because of its geography and climate, providing a 
sufficient supply of water to Californians has been a 
problem since the state was first settled. The majority 
of California's population resides in the southern part of 
the state while much of the water is located in the 
north. Fortunately, the Inland Empire actually has a 
better water supply than many areas of the state. 
Most of the Inland Empire's water comes from the 
Santa Ana River and from several local groundwater 
(underground) basins. The Santa Ana River is one of 
the best local water supplies in the state, and most of 
the underground basins in the Inland Empire- unlike 
some basins in other parts of Southern California -
contain reasonably good quality water. These under-
ground basins are managed on a "safe yield" basis so 
that more water is not pumped than is replenished by 
nature over the long run. These local supplies are sup-
plemented by water from the State Water Project and 
from the Colorado River. 
The State Water Project (SWP) is an impressive 
component of Southern California's program for import-
ing water. In 1960, California voters approved a $1.75 
billion bond to finance the SWP. The SWP extends 
over 600 miles to bring water to Southern California 
from Lake Oroville which is over 70 miles north of 
Sacramento. The water is released from Lake Oroville 
into the Feather River where it later flows to the Sacra-
mento River, and then passes through the Sacramento-
San Joaquin Delta. At a point near the city of Tracy, a 
series of pumping plants lifts and carries the water 
through the California Aqueduct, down the wes.t side. of 
the San Joaquin Valley and then up 2,000 feet m a sm-
gle lift over the Tehachapi Mountains into Southern 
California. The project then splits into the east and 
west branches. 
The east branch passes through the Mojave Desert, 
c limbs to Silverwood Lake in the San Bernardino 
Mountains, then drops to Lake Perris in Riverside 
County where it is stored. The we~t branch ~f the SWP 
carries water from the Tehachapi ReservOir to other 
storage reservoirs where the water is used to supply 
western areas of Southern California. 
The SWP is operated by the Californi~ D~parun~nt 
of Water Resources (DWR). Thirty agenctes, m~lud1?g 
the Metropolitan Water District of So?th~rn Cah~orma, 
·have contracted for a share of the proJects capactty. . 
The Inland Empire and other parts of South~m Cah-
fornia also rely on water from the Colorado Rtver: The 
Colorado River Compact, signed in 192~, apportiO~ed 
the river between Colorado, New Mext~o, 'Yyommg 
and Utah (the upper basin states) and Cahfornta, Neva-
da and Arizona (the lower basin states). In 1964, .th,e 
United States Supreme Court divided the lower basm s 
share among those three states. . . 
In tum California has apportioned Its share of C?lo-
rado Riv,er water between four agricultural s.upplters 
and the Metropolitan Water Di~trict. The agncultural 
agencies have first priority to thts water. The Supreme 
Court also allocated one-half of any surplus water ~ro~ 
the Colorado River to California. The S~reLa!Y o t e 
Interior has the discretion to allow Cahforma to use 
water that Arizona and Nevada do not use. In the ~ast, 
Arizona has not used it~ full share ;.f ~o;o~=~~~~~~~ 
Water and the Metropolitan Water IS c 
ability to divert one million acre f~t of water ~rhy:O 
from the Colorado River under tts con~act wtt. the 
Secretary of the Interior. (An acr~[~~~e 7:~~ro~s wa-
amount needed to cover an acre ilies with water 
ter.) One acre foot can supply two faro 
for a year. ment has begun de-
. No.w, however, the federa\ gM~~na Project. In 1990, 
ltvenng water to the Centrad d ble Colorado River 
Metropolitan's long-term epen a 
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supply will be reduced by more than 50 percent, to less 
than 550,000 acre feet per year. This reduction in Colo-
rado River water can affect water supplies in the Inland 
Empire because local agencies contract with Metropol-
itan to supply water to parts of the Inland Empire. 
The Inland Empire's other water supplies are also vul-
nerable. The quantity of water available to Southern 
California in the future from the State Water Project is 
uncertain because the State Water Resources Control 
Board is currently deciding how much water should be 
diverted from the Delta. The Board may decide that 
less water should be diverted from the Delta to provide 
more water for the Delta's environmental needs. If so, 
there could be less water available to export to South-
em California. One suggestion is to construct additional 
delta transfer and storage facilities. This would allow 
high winter flows to be stored for use in the summer 
and could make more water available for environmen-
tal and consumer needs. However, this does not appear 
to be an immediate solution given the current political 
controversy surrounding this concept. 
I 
' Groundwater contamination is also a concern in the Inland Empire. Several groundwater basins have been 
polluted by industrial and agricultural discharges, some 
of which occurred as long as 50 years ago. However, 
progress has been made in cleaning up previously con-
taminated sources. Well-head treaunent programs have 
been successful in San Bernardino and other areas. A 
treatment plant to desalt poor quality groundwater is 
also under construction in Riverside. Thus, over the 
next decade, it may be possible to use currently un-
drinkable supplies of groundwater. This would add to 
the overall supply available to the Inland Empire. 
Apportioning California's water among municipal, in-
dustrial, and agricultural concerns, as well as needy 
environmental resources is a difficult task in the best of 
times. The importance of this task becomes even more 
apparent, however, in years like the present one and in 
places like the growing Inland Empire. 
Janice L. Weis is an associate in the Riverside-based 
law firm of Best, Best & Krieger. Her practice focuses on 
water and environmental law. 
RETHINKING JOINT VENTURE POSSIBILITIES 
S&L Crisis, FIRREA, Reduce Conventional Capital Options 
By John A. Flynn 
It's no big secret Ulat sources of funding for new development are becoming increasingly scarce. The 
S&L crisis, highly-publicized real loan problems of the Bank of New England, Wall Street's negative 
perception of real estate assets, a slowdown in the new housing market, and increasing regulatory scru· 
tiny of loan portfolios have aU combined to produce stingy lending institutions with tougher underwriting 
criteria for real estate loans. 
In the latest episode, the Financial Institutions Reform, Recovery and Enforcement Act (FIRREA), 
threatens to strangJe many developers, with the smallest among these being the most vulnerable. FIR .. 
REA will result in the reduction of capital availability~ a higher percentage of· builder equity necessary to 
qualify for financing, and more stringent appraisals by lenders. . . . . . .. 
The key purpose of the legislation is to ensure the soundness of financ1al mshtuhons. by hm1tmg 
"risky" investments. In so doing, the most significant impact of FIR~EA, int~nded or not, .1s ~he o~erall 
curtailing of available real estate financing. Both the types of loan ophons ~vallable and the1r s.•ze .wd~ be 
reduced, affecting the real estate industry more than any other sector, as1de from the financtal mstitu· 
tions themselves. 
Limitations of FIRREA: Under FIRREA, the aggregate amount that a savings institution can lend to any 
one real estate borrower bas been reduced from 100 percent of the institution's capital to 15 percent. In 
addition, an aggregate amount of 400 percent of a savings institution's capital can. be use~ ~or real est:tte 
lending to developers, further limiting the supply of loan funds. Clearly? the credat restnchons res~ltmg 
from FIRREA have the potential to cripple, and even destroy, some budders and developers of residen-
tial property. · · · h 
The ability of developers to arrange joint venture agreements with S&~ ~eal ~state substdaa~·~ •. as 
also suffered the ill effects of FlRREA. Institutions have been forc~d t~ hmtt thear l~ans an~ ha~ahties 
even for their subsidiariest resulting in a shrinking pool of capital available for equtty-shanng mvest-
ments. 00 r fi · f1 tb • In a typical joint venture arrangement, de~el?pers coul.d obtain up to 1 percent o mancm.g ~r . etr 
projects, often with the equity partner prov1dmg essentially all th~ l~nd costs and t~e finanoal mshtu~ 
tion- often~ an affiliate-providing a construction loan for the buddmg and m~rketing costs. In the ro· 
bust West Coast housing market of the Jast several years, these arrangements YJelded some very profita .. 
ble returns for the equity partners. Realized internal rates of return in excess of 25 percent were not 
uncommon. • 1 h 1 d · sk rock ted to spe 1 some markets the high rate of return attracted so much captta t at an pr1ces Y e • J~tive levels that threatened the basic economics of home building. Higher home prices were posted to ~=cover the increasing land costs and maintain builder profit margins. . • • • • 
With the currently softening real estate market, there is a belief that land pn~s wJII stab1bze. ~ thiS 
environment, there are developers and investors who believe this represents a wmdow or. opportunaty. to 
a uire land at reasonable vaJues. Because entitlemen~ add significant value to land boldmgs, those w•th 
C:·tal to invest are interested in obtaining the experhse of de\'elopers who ha.ve a prove.n track r~rd ~a ~:k. g land through the entitlement process. Capital linked with the expertise to obta1n land entitle~ 
m 141 10 · r lth · mentst represents a proven formula for the creation o wea • . . · 
Sources Of New Equity Partner: It js likely that ~ n~w breed of equ!ty partner wtll emerg~ to replsic~ 
traditional S&L joint ventures. The new partner ts hkely to be a pnvate non~egulated entt~y that h~ 
ised a ool of capital specifically for the purpose of making land ~nvestments wdh the potential fo~ rest• ~~ntial d~velopment. These capital ~ools may be managed by U.S. Jnvestors, but the funds may ultunate· 
Jy have been sourced from foreign mvestors. . . . 
. · t ho have been purchasing an increasing number of Amencan properties m recent Foreign mves ors, w · 1 k t A t A th r h 1 1 demonstrated their financial interest an the U.S. rea estate roar e • recen r u 
years, ave c ear y f 330 Southern CaJifornia real estate executives revealed that three-quarters of those Ande~sen d s:r~e~ approached by a foreign investor about an acquisition or joint venture in 1989. Tbe qu~Sb?ne t a ___ ~4 · t-were Japanese though investors from Hong Kong, Taiwan, and Canada maJonty o tb~ perc~n ' 
I gave respectable showmgs. · k • d a ~0 t a developer must be willing to grant the venture partner approval r!gbts on ey proJect e· 
.. Foremos iherefore cannot retain the ability to have absolute control of the proJeCt: ClSJO~t ~ntd t e also involves sacrificing a portion of the up'-side potential of a proJect. 
, A JOID ven ur 
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~he Inla?d Empire Business Journal posed the following question to Inland Empire public officials and civic leaders: 
Ex~ludzng the .Palm Springs area, which already has NBC and ABC affiliates, should Riverside and San Bernardino 
countzes have thezr own national affiliated television stations?" 
Congressman Jerry Lewis 
(R -Riverside) 
I believe it's only a matter of time before the Inland Empire emerges as a major television market in California. With its tremendous eco-
nomic growth, San Bernardino and Riverside counties are establishing their own unique identities and stand poised to complement Los An-
geles in providing local and national affiliate entertainment and news programming. 
This process doesn't occur overnight, however. It may literally take years to complete. 
Jim Fatland 
(Ontario city councilman) 
With the tremendous growth that has taken place in Southern California, many of the suburban communities and counties have lost their identity. To a 
resident and visitor to the Inland Empire, the area is considered Los Angeles. Yet, the Inland Empire is a region of rich history and economic vitality. On-
tario, with its international airport, has driven the area to its own economic prominence in Southern California. 
I feel that the major television networks could do a great deal in establishing community pride with local coverage of the Inland Empire. Local news 
and sports coverage together with local advertising would add a new dimension to bringing our region closer together. 
I realize that the Los Angeles television market reaches throughout the Inland Empire with direct or cable transmission and may feel no need to estab-
lish television stations in the Inland Empire. However, serious consideration must be made by all of us on quality-of-life issues if we are to be successful 
in making Southern California and the Inland Empire an enjoyable place to live. 
I would encourage the major television networks to take a serious look in exploring the feasibility of establishing stations in the Inland Empire. 
Congressman AI McCandless 
(R-Riverside) 
I've wondered for some years now why we don't have a national television affiliate at the western end of Riverside County. Commercial 
television has always seemed sensitive to consumer demographics - and Riverside County is exploding with the area of biggest growth at 
the western end! Moreno Valley is the fastest-growing c ity in California - which even the Washington Post acknowledged a few weeks 
ago in a major story. Why doesn't the Journal send a copy of this article to the major networks? 
Tom Merle 
(Vice President, The Ontario Center) 
No way Jose for an affiliate in the Inland Empire. The reason is element~y: except for some foothill. poc~ets of isolation •. we already 
get the major networks out of L.A. Affiliates onl~ mak:~ s?nse when ~n area IS too far out- ~s Palm Spnngs. IS- to get the .signal fro~ a 
metropolitan station. More promising, though still a p1e-m-the-sky tdea, would be the establishment of an md.ependent s~t10n that arred 
some local news/features. Dave Ariss should be encouraged to bu~ Cha~nel 46. Not only do~s the area ge~ lls own statJon, but one. of 
those insufferable "home shopping" channels is eliminated. I. d?n't g1ve thiS much o~ a chance either. Even Anss ~ay have tr~uble commg 
· h h cash· the station last sold for $46 million. On a more practical level, I suggest commumty leaders fmd a way to 
up wll t e necessary , · · h k f' 
shore up, and in some cases establish, well-staffed local media bureaus. I suspect Steve PonTell 1s already puttmg toget er a tas 1orce to 
achieve this very objective. 
Steve PonT ell 
(President, Inland Empire Econo"!ic C~uncil) . . , 
With the Inland Empire emerging as a market all tts own m the past few years - separate but uruque from Los Angeles - Its not unreasonable to see 
the need for a national affiliate television station here. . . . . 
Obviously, a national affiliate television station would allow for in-depth coverage of local news Items, and that opens the posstbthty for the rest of the 
nation to pick up on those items. . . . . . . . .. . 
In addition, it would provide the opportunity for focused advertismg m the In.land Em?t.re. The pnmary question ts: . Do we have. ~e base of bus~nes~ sup-
f h endeavor?" I'm not sure although the establishment of a natiOnal affthate would also create more JOb opportumttes for the regton m the port or sue an · • • . . Lo f · a1 1 
media industry. One drawback to consider is that the Inland Emptre would lose some of Its exposure throughout the s Angeles area rom the reg10n te-
evision coverage. . . . . 
Regardless of whether we ever get a national affiliate, however, we should work wtth the Los Angeles medta on the news stones they cover here and m 
the terminology they use. We have the opportunity to develop our image and control our future to a much greater degree than we do currently. 
Supervisor Larry Walker 
(San Bernardino County) 
1 1 t t'ons especially for news coverage. Inland Empire residents deserve more discussion of local issues It wou~d. be great to havhe oca Is a 1 es~nt the fourth district, seems to be adequately served for entertainment purposes by the Los An-
via televtslon. However, t e area repr ' 
geles and cable networ~s. . "H ld Inland Empire stations compete in a free market with Los Angeles networks?" 
Perhaps the real question IS, ow cou 
JUNE 28- JULY 27 1990 INLAND EMPIRE BUSINESS JOURNAL - PAGE 27 
SB 1928 Would Give Business Greater Hand 
In Pollution Regulations 
Business executives and politicians 
would have a greater voice in shaping 
pollution regulations under the terms of a 
new bill being considered by the state 
legislature. 
The bill, SB 1928, sets specific guide-
lines the South Coast Air Quality Man-
agemen t District would have to follow 
before establishing any new rules regard-
ing ride sharing and other anti-pollution 
measures. 
The state legislature last year passed 
the bill, sponsored by Senator Robert 
Presley (D-Riverside), but Gov. George 
Deukmejian vetoed it, citing a $3-a-car 
registration fee hike proposed in the leg-
islation. 
An amended version of the bill is now 
before the Senate's Natural Resources 
Committee and is expected to go to the 
governor in August, if the legislature ap-
proves it again. Analysts are not expect-
ing opposition and even the SCAQMD 
favors the bill. 
Under the terms of the new legislation, 
the agency would also be required to file 
an annual report, listing how it has 
spent its money and how it plans to 
spend funds in the future. 
"We're not against the AQMD by any 
means," said Lou Custrini, government 
liaison for the Merchants and Manufac-
turers Association, which has offices in 
the Inland Empire. "But we feel there 
has to be some accountability [on the 
part of the agency]." 
Custrini said his organization is con-
cerned that the AQMD has become a 
"super agency" that doesn't have the 
same accountability as other state and 
federal agencies. 
Siun Park said meeting AQMD rules 
added $500,000 to the cost of a 250,000-
square-foot furniture factory his company 
is building in Moreno Valley . "Most 
builders are afraid their projects won't 
meet AQMD standards," said Park, 
chairman of L.A.-based Building Profit 
Corp. 
Park said that before he started build-
ing he went to the local AQMD office, 
unannounced, and spoke with the manag-
er there. 
"I asked, can we build our furniture 
factory or not," Park said. 
"He said, 'You can build it, but you 
have to meet our regulations!"' Park. said, 
adding he was then handed a 1,000-page 
rule book. 
Though his direct approach lead to 
good relations with the AQMD, Park 
said, any legislation that helps business 
executives get a better handle on a com-
plicated AQMD rules would be useful. 
A spokesman for the SCAQMD agreed 
that the agency should have a codified 
set of rules to follow when making policy 
that affects millions of residents and 
businesses in Southern California. 
"We agree that we should be accounta-
ble," said Bill Kelly, an agency spokes-
man. 
"We welcome the bill in that it will-
set some firm requirements that will hold 
us accountable [to the public]," Kelly 
said. He added that the agency has al-
ready begun to voluntarily take steps to 
give the business community a greater 
voice in shaping regulations. 
Presley sa id he sponsored the bill be-
cause "in the district's crackdown on 
polluters .. . it has nearly tripled its budget 
since 1986-87 to $103 million. 
"Permit fees paid by business and in-
dustry have gone up accordingly, and the 
regulated community is asking for a clos-
er look at a projected further increase." 
The bill would require the AQMD to 
hold public hearings before changing or 
setting any new rules. A required annual 
report would have to include information 
concerning regulatory activities, permits 
issued or denied and economic impact of 
agency rules and regulations. 
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D & E Engineering 
David Bush 
1441 Pomona Rd. #28 
Corona, CA 91720 
Klassy Kloset 
Denise Walsh 
129 N. McKinley St. #105 
Corona, CA 91719 
Halcomb & Associates 
Virginia Halcomb 
2125 Mammoth Lane 
Corona, CA 91719 
The Cuadex House 
Scott Lathrop 
1041 Ford St. 
Corona, CA 91719 
C&R Forklift Repair 
Clarence Range 
1630 Conifer 
Corona, CA 91719 
Four All Seasons-Crafts By Mona 
Ramona Androit 
10348 Brookway 
Riverside, CA 92505 
Judi Judi Judi's 
Judith L. Collins 
31522-2 Railroad Canyon Road Bx. 6118 
Canyon Lake, C A 92380 
Albert's Fencing 
Albert j. Guanche 
Box 36 Spring CreSt 
Mountain Center, CA 92361 
Anza Bushwhacker 
Stephen Lowe 
58750 Wellman Rd. 
Anza, CA 92306 
Mail Depot 
James Stewart 
10188 Via Pavon 
Moreno Valley, CA 92388 
Mira Lorna Coin and Jewelry 
Jochen Schroeder 
5850 Etiwanda Ave. Ste 108 
Mira Lorna, CA 91752 
Cals Products 
Cal Davis 
29772 Nautical Ct. 
Canyon Lake, CA 92380 
Wood-Craft Industries 
Robert Massie 
9625 Rudicill 
Riverside, CA 92503 
Banning Florist 
Richard Sanchez 
1153 W. Ramsey 
Banning, CA 92220 
MJ & KK Oriental Market 
Keu Yang Ly 
33 S. San Gorgonio 
Banning, CA 92220 
Frameworks and Act Shows Inti. 
Joan Zane/Pres. 
922 Vella Rd. 
Palm Springs, CA 92264 
T J's Captian Zoom's 
Sam Grove/President SamNRon Mgnt. 
Ent. Inc. 
978 Hammer Ave. 
Norco, CA 91760 
Airmac Heating & Air Conditioning 
Patrick McClory 
2387 Valley View 
Norco, CA 91760 
Myrle's Proportioned Pants Galore 
Marcia Craig 
122 The Plaza 
Palm Springs, CA 92262 
T.D. Investments 
Lee Levesque 
32810 Brechtel 
Lake Elsinore, CA 92330 
TRC Trust Reserve 
Thco Cosbett 
27315 Jefferson Ste. 128 
Temecula, CA 92390 
Old Town Classic Desserts And Sand-
wiches 
Sally Briceno 
41920 6th St. Ste B 
Temecula, CA 92390 
Terrace Vista Homes -
Henry Killilea 
7085 Seville Way 
Riverside, CA 92504 
Dutch Dry Cleaners 
Kunha Hong 
27461 Jefferson Ave. 
Temecula, CA 92390 
French Valley Farms 
Georgia Tunks 
36560 Penfield Lane 
Winchester, CA 92396 
A-1 Blind Cleaning 
Jeffrey Juniper 
30163 Clearwater Dr./P.O. Box 5426 
Canyon Lake, Ca 92380 
Cal-Tech Carpet Care 
Robert Adkins 
80 E. Danes Lot 105 
Perris, CA 92370 
J.S. Container, Inc. 
17848 Van Buren Blvd. 
Riverside, CA 92508 
Sears/Steves Inc. 
Travel Advisors 
3255 Arlington Ave. 
Riverside, CA 92506 
Superior Painting Services 
Edwin Wake 
3878 Golden Ave. 
Riverside, CA 92505 
Zand's 
Tim Smith 
14092 Magnolia Ave. 
Corona, CA 91719 
Office M.A.D.E. 
Wynema Walter 
790 S. Washburn Ste. 9b 
Corona, CA 91720 
Countrywood Tennis Club Apts. 
Douglas Cancienne 
13400 Elsworth St. 
Moreno Valley, CA 
Hayes Enterprises 
Larry Hayes 
32391 Riverside Dr. Ste. 6 
Lake Elsinore, CA 92330 
Riverside Auto and Truck Collision 
Specialists 
Robert Diaz 
7400 Morris 
Riverside, CA 92503 
Expressions 
Veronica Harvey 
6160 Arlington Ave. 
Riverside, Ca 92504 
Body Plus 
Teresa Watson 
251 N. Sanderson 
Hemet, CA 92343 
Truffles Restaurant 
Jolene Barron 
1310 W. Florida Ave. 
Hemet, CA 92343 
San Jacinto City Florist 
Elaine Short 
1463 S. San Jacinto Blvd. 
San Jacinto, CA 92385 
Auto Glass of Hemet 
John McDowell 
44618 1/2 E. Florida Ave. 
Hemet, CA 92344 
Sunnyside R. V. Park 
AI Pardini 
79496 Varner Rd. 
Indio, CA 92201 
Accelerated Mortgage Funding 
Moses Agboghid 
3696 Beatty Dr. Ste. E 
Riverside, CA 92506 
WET Co. 
Edward Gettis 
9709 58th St. 
Riverside, CA 92509 
Randtrend U.S.A. 
Steven Pazsitzky 
1440 Third St Unit #16 
Riverside, CA 92507 
Corporate Image Signs and Monu-
ments 
Kevin Huber 
2050 E. La Cadena Dr. #J 
Riverside, CA 92507 
Sand D Valverde Painting & Wallpa-
per 
Daniel Valverde 
2255 Cahvilla St. Apt. 118 
Colton, CA 92324 
El Cerrito Center 
Wayne Melchert 
19700 Temescal <:;anyon Rd. 
Corona, CA 91719 
Last Chance Trucking 
Anna Mae Boatright 
6935 Keating Dr. 
Riverside, CA 92503 
Champagne Realty and Investments 
Vivian Sampson 
27315 Jefferson Ave. Ste. J-42 
Temecula, CA 92390 
Kare 'n Company 
Karen Tregarthen 
24285 Sunnymead Blvd. #Ill 
Moreno Valley, CA 92358 
Tire and Radiator Brothers 
Candelari Gonzalez 
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5980 Tyler St. 
Riverside, CA 92503 
Tri-Con Steel Structures 
Gregory Jones 
10566 Hole St. 
Riverside, CA 92505 
Instant Shade Company 
Stewart Wilson 
9980 Indiana Ave. S te. 8 
Riverside, CA 92503 
LMC Publications 
Lynne Purcell 
1595 Border Ave. 
Corona, CA 91720 
Tarasco Restaurant 
Alfredo Ortega 
2908 University Ave. 
Riverside, CA 92507 
Pea's Enterprise 
Paul Park 
11898 Dellvale Place 
Riverside, CA 92505 
M&R Recycling 
Mario Rodas 
1560 Commerce St. Place H 
Corona, CA 91720 
The Passino Ranch 
Stacy Passino 
3461 Valley View Ave. 
Norco, CA 91760 
Rig Trader 
Robert and Debra Neundorf 
28915 Via Marsala 
Menifee, CA 92355 
Stained Glass Creations 
Nonnan Rolando 
6625 Nathene Lane 
Riverside, CA 92509 
Contractors Success 
Tim Allee 
3870 La Sierra Ave #418 
Riverside, CA 92503 
Nailworks 
Carol Boschetto 
57150 Hwy. 371 
Anza, CA 92306-0393 
McLemore's Floral Design 
Mariah McLemore 
7425 El Sol Way 
Riverside, CA 92504 
Lewis & Son Trucking 
Fred Lewis 
4997 Noble St. 
Riverside, CA 92503 
Redlang Equipment Rental 
Albert Lang 
9266 63rd St. 
Riverside, CA 92509 
Absolute Aquatic Care 
Michael & Shari Schirmer 
3351 Mountainside Dr. 
Corona, CA 91720 
Truck Skreen 
Stephen Morris 
27475 Ynez Rd. Ste. 396 
Temecula, Ca 92390 
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New Business Listings 
Eagle Enterprises 
Genella & Luther Pattillo 
31534 Railroad Canyone Rd. 
Canyon Lake, CA 92380 
Tony's Painting Co. 
29590 Hursh St. 
Lake Elsinore, CA 92330 
Johns Pizza 
Mark Stephens 
15010 Circle Dr. 
Victorville, CA 92392 
Silver Lakes Salon 
William Patrick Rayney 
15065 Vista Rd. No. 5 
Helendale, CA 92342 
Overhead Doors 
Steve Eustice 
19216 Kendall Dr. 
San Bernardino, CA 92407 
Tbundermug Antiques 
Dale Reed 
13095 Amargosa Rd. #3 
Victorville, CA 92392 
Sunshine Generation 
Helen Rupp 
1232 Lark Rd. 
Wrightwood, CA 92397 
William Crain Productions 
William Crain 
1923 Virginia 
Wrightwood, CA 92397 
American Shingle Company 
Bryan Edward Stone 
1834 N. Western Circ. 
Colton, CA 92324 
J H L Co. 
James Layton 
13994 Rivers Edge Rd. 
Helendale, CA 92342 
Victoria Properties 
JoAnn Duncan 
9227 Haven Ste 320 
Rancho Cucamonga, CA 91730 
The Woodlands 
Suzanne Garver 
39581 Valley Of The Fall 
Forest Falls, CA 92339 
Home Opportunities 
Marvin E.A. Bell 
4613 Canoga St. 
Montclair, CA 91763 
Pro-Check 
Paul Johnson 
68356 Mesa Dr. 
29 Palms, CA 92277 
Hyatt Technologies 
Glen Hyatt 
5531 Eastwood Ave. 
Alta Lorna, CA 91701 
Pbilam Copier Service 
Victorio Balingit 
9372 Fremontia Ave. 
Fontana, CA 92335 
Budget Typing Service 
Colleen McKenney 
4029 Johnson St. #5 
San Bernardino, CA 92407 
Featherland 
Lorraine Shelton 
2908 Laurel Tree Dr. 
Ontario, CA 91761 
Pioneer Realtors 
Loretta Marie Roknian 
1822 N. San Antonio 
Upland, CA 91786 
Barry's Summertime Auto Repair 
Alfred Abbey 
73555 Two Mile Rd. 
29 Palms, CA 92277 
Benson Auto Repair 
Colin Hoare 
653 N. Benson Ave. 
Upland, CA 91786 
Mill Creek Welding And Repair 
Lance Hodgin 
302 Alabama #2 
Redlands, CA 92373 
Carlisles Floor/Window Coverings 
lsaura Pena 
15309 Anacapa Rd. 
Victorville, CA 92392 
Ceffe Travel 
Anthony Montero 
14457 Elderwood Dr. 
Fontana, CA 92335 
Econo Lube N Tune #205 
Sarwar Ghulah 
1685 W. Kendall Dr. 
San Bernardino, CA 92407 
Bernardos Express 
Bernardo Abellar 
1244 Main St. 
Barstow, CA 92311 
Mountain View Contractors 
Donald Golenski 
15694 Ponderosa Ln. 
Chino, CA 91709 
Cyclone Cleaners 
Patricia Reese 
56627 Kismet Rd. 
Yucca Valley, CA 92284 
Quick Sliver Messinger Service 
Susan Jolley 
2598 Archibald Hill 
Ontario, CA 91761 
Lolitas Barber and Beauty 
Aurora Bonar 
1128 W. Mission #G 
Ontario, CA 91762 
Fun With Fabrics 
Diane Menser 
7350 Acoma 
Yucca Valley' CA 92284 
Bio-Vise 
Dominic Padilla 
850 w. Mission C-16 
Ontario, CA 91762 
Pacific Pinte Partners 
Mirage Equities 
3o Hughes Ste 205 
Irvine, CA 92718 
D Signs . 
Daniel Wozmak 
683 s. Rialto Ave. 
Rialto, CA 92376 
Lake Development Co. 
Arthur Morris 
26432 State Hwy 18 
Rim Forest, CA 92378 
Hearts And Flowers 
Grace Purnia 
1428 Inustrial Park 
Redlands, CA 92374 
Executive Investment Consultant 
Glen Davis 
26253 Skyridge Drive 
Lake Arrowhead, CA 92352 
California Electric Supply 
Consolidated Elec Distr, Inc. 
687 South H St. 
San Bernardino, CA 92410 
Candyman Vending Company 
Jack Carpenter 
5235 Mesada St. 
Alta Lorna, CA 91701 
S J C Enterprises 
1905 E. Marshall #133 
San Bernardino, CA 92404 
Idle Hour 
Ralph Bernard Christiansen 
1950 W. Highland Ave. 
San Bernardino, CA 92404 
Alessandras Hair Fashions 
Chester Henry Lowe 
8657 Sierra Ave. 
Fontana, CA 92335 
American Silk Screen/Graphic Art 
Thomas Anthony Simon 
4253 N. Sierra WAy 
San Bernardino, CA 92407 
Duncans Interiors 
Gregory James Duncan 
12829 Fallview Ct. 
Chino Hills, CA 91709 
Terracina Ortho Physical Therapy 
Moses Munar 
245 Terracina #105 
Redlands, CA 92373 
The Handiworks 
Charles Robertson 
2037 Birkdale Ave. 
Upland, CA 91786 
Inland Empire Dental Group 
James Stonebreaker 
1060 San Bernardino 
Upland, CA 91786 
World West Brokers 
Me Devco, Inc. 
1 0722 Arrow S te 802 
Rancho Cucamonga, CA 91730 
World Flower Mart West 
1460 Vineyard 
Ontario, CA 91761 
Pacific Coast Dairy 
Broer Dussen 
8929 Chino Ave. 
Ontario, CA 91761 
Hillcest Home Loans 
Viable Financial Services, Inc. 
1131 W. 6th Ste 290 
Ontario, CA 91762 
Empire Business Mgt. Services 
Patricia Mackie 
5430 Ptolemy Way 
Mira Lorna, CA 91752 
Bugle Boy Funeral Details 
Alfred Aro 
2889 N. Garner Ave. 
San Bernardino, CA 92405 
JTS Secretarial 
Jonette Filbeck 
6733 Cattle Creek Dr. 
Chino, CA 91709 
Hi-Tee Materials 
Tony Kinkade 
10639 Third Ave. 
Hesperia, CA 92345 
Priority Earth Products 
Matthew Spaid 
2715H S MontegQ 
Ontario, CA 91761 
Kids World 
Kyong Carmona 
17049 Valley Blvd. #E 
Fontana, CA 92335 
All American Shade ·company 
Nancy Me Cannon 
2132 S. Grove Ave. 
Ontario, CA 91761 
Espinosa And Me Cormick 
Kaye Espinosa 
619 Via Vista 
Redlands, CA 92373 
D P Enterprises 
Paula Faye Cato 
7201 Haven Ave. Ste. E 1 
Alta Lorna, CA 91701 
Evergreen Golf Course Estates 
Security National Guaranty 
50 Santa Rosa Ave. 
Santa Rosa, CA 95404 
Crony Painting and Maintenance 
Hae Suk Yi 
738 S. Watennan # A23 
San Bernardino, CA 92408 
Diffin and Diffin Enterprises 
Michael Diffin 
3421 Duffy St. 
San Bernardino, CA 92405 
Joes New York Deli 
David Drane 
8645 Haven Ave. #550 
Rancho Cucamonga, CA 91730 
Crackdown Housing Mgmt. Consul-
tants 
Ruben Herndon 
1661 W. Baseline AVe. 
San Bernardino, CA 92411 
G D and Associates 
Gopal D. Chatvrvedi 
840 D. West 9th St. 
Upland, CA 91786 
Absolute Computer Mgmt. Services 
Clark David Howell 
620 Baltic St. 
Upland, CA 91786 
Wee Care Landscape 
Mario Annas 
2601 Colonial Ave. 
Ontario, CA 91761 
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Aero Ads 
Stanley Alan Slead 
5600 W. Mis~ion Ste. K 
Ontario, CA 91762 
E Z Books 
Earlena Miller 
5656 Newbury Ave. 
San Bernardino, CA 92404 
Aspen Co. 
Lisa Dominguez 
11216 Amarillo St. 
Rancho Cucamonga, CA 91701 
Pierre's Wholesale Autos 
Pierre Ferland 
699 W. Rialto Ave. 
San Bernardino, CA 92410 
C-Ya Fashions 
Charles Goe 
3596 Leroy St. 
San Bernardino, CA 92404 
Sam Auto Service 
Mohammad B. Noonnohammad 
1693 W. Arrow Hwy, C2 
Upland, CA 91786 
Property Masters 
Antoine Scruggs 
14450 Elevado S-150 
Victorville, CA 92392 
Key Medical 
Elaine Marler 
580 E. Arrow Hwy #C 
San Dimas, Ca 91773 
Therapeutic Products 
Elaine Marler 
580 E. Arrow Hwy. #C 
San Dimas, CA 91773 
Computerized Business Systems 
Reid Furniss 
17630 San Bernardino 
Fontana, CA 92335 
Sign Post 
Robert Mockbee 
902 N. Fern Ave. 
Redlands, CA 92373 
California Cash Register 
Kevin Harrell 
2802 N. Muscupiabe Dr. 
San Bernardino, CA 92405 
Database Enterprise 
Anderson Phillips 
308 E. Baseline #160 
San Bernardino, CA 92405 
S and D Specialties 
S and D Specialties, Inc. 
1147 Valencia 
Colton, CA 92324 
Hospital Educational Found of SC 
National Helath Foundation 
201 N. Figueroa St. 
Los Angeles, CA 90012 
Second Glance 
Janet Williamson 
421 E. State St. 
Redlands, Ca 92373 
Supreme Cleanes and Laundry 
Fred Ortega 
13819 Foothill Ste. A 
Fontana, Ca 92335 
Cal Desert Metals Co. 
Marten Rosch 
713 Del gada Ave. 
Yucca Valley, CA 92284 
Me Bangs 
Jacques Jaklofsky 
738 S. Waterman A-9 
San Bernardino, CA 92408 
Picky Painting 
Matthew Massie 
9234 Arrow Rte. 
Rancho Cucamonga, CA 91730 
Mouldings and Millwork 
David Mark 
1 0722 Arrow Rt. #402 
Rancho Cucamonga, CA 91730 
Don Stephens Furniture 
Margie Stephens 
1661 S. Grove 
Ontario, CA 917612 
D and M Enterprises 
Donald Wilson 
9797 Onyx 
Yucaipa, CA 92399 
Red Carpet Waynes Realty 
Maria Emert 
23876 Lake Drive 
Crestline, CA 92325 
T-N-T Food mart & Gas 
Teresa Smith 
35990 Calico Rd 
Yuermo, Ca 92398 
Blastech Co. 
Joe Iriberri 
12425 Santa Ana Place 
Chino, CA 91710 
Anne Lkein Outlet 
Fashions of Barstow, Inc. 
2829 Lenwood Rd. 
Barstow, CA 92311 
La Jo Ya Travel 
Connie Serranta 
415 W. Valley Blvd. 
Colton, CA 92324 
Limited Editions 
Richard Buchoz 
1235 E. Francis Ste. J 
Ontario, CA 91761 
Pipers Printing 
Linda Piper 
17602 Wildflower Place 
Chino Hills, cA 91709 
Vidal Enterprises 
Virginian Eichen 
5490 Indio Ave. 
Yucca Valley, CA 92284 
Modern Marble And Tile 
Gary Fry 
9237 Craver Rd. 
Moreno Valley, CA 92256 
M and M Lawn Service 
Randy Myles Sr. 
532 W. Scott St. 
Rialto, CA 923 76 
Thai Seng Market 
Meng Hong Phou 
1455 W. Highland #111 
San Bernardino, CA 92411 
Reubens Technical SchooVAuto Rep 
Ruben Hoyos 
933 A. Central Ave. 
Upland, CA 91786 
E and J Key 
John Lindstrom 
667 Inca Trail 
Yucca Valley, CA 92284 
Posters Frames Puzzles/Things 
Russell Reich 
28200 Hwy. 189 F-150 
Lake Arrowhead, CA 92532 
K and L Enterprises 
Robert Frye 
16600 Seville Ste. F 
Fontana, CA 92335 
Sunbelt Company 
Michael Sampson 
56560 Anaconda Drive 
Yucca Valley, CA 92284 
Picture Palace 
David Wright 
1155 S. Milliken G 
Ontario, CA 91761 
R and C Ornamental Supply 
Jose Carrillo 
16834 Ceres 
Fontana, CA 92335 
Financial Dynamics 
Dewayne Douthett 
27232 Messina Ave. 
Highland, CA 92346 
Carpet Outlet 
Morgan Vaughn 
9538 Hesperia Rd. 
Hesperia, CA 92345 
Mr. Bears Home Repair 
Doublas Allen 
55666 Mt. View Trail 
Yucca Valley, CA 92284 
Sharon's Playhouse Day Care Center 
Sharon Aiken 
49068 Park Ave. 
Morongo Valley, CA 92556 
New Irish Cleaners 
Hongsik Kim 
12540 S. Central Ave. 
Highland, CA 92346 
Pacific Basin Lubricants 
BBMF, Inc. 
1120 Nye St. 
San Rafael, CA 94901 
J and J Trucking 
Jose De Jesus Rodriguez 
7571 Central Ave. 
Highland, CA 92346 
T and T Universal Carpets 
Torl Davis 
2543 N. Driftwood Ave. 
Rialto, CA 92376 
Com-Tech Engineering 
David Reep 
6227 Rivere St. 
Alta Lorna, CA 91701 
T and S Service 
Roger Morales 
9880 Central Ave. 
Montclair, CA 91763 
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Purdential Miller, Realtors 
Ruth Miller Inc. 
33733 Yucaipa Blvd. #I 
Yucaipa, CA 92399 
Opportunity Seekers Mailing List 
Paul Jay Fiedler 
1788 w. Arrow Hwy. #107 
Upland, CA 91786 
All Service Equipment Rental 
Carter Pendergrass 
22737 Barton Rd. #6 
Grand Terrace, CA 92324 
Inland Clean Water Company 
Joseph Dunn 
594 S. Arrowhead Ave. 
Rialto, CA 92376 
A B P Security Systems 
Robert Engle 
17213 Upland Ave. 
Fontana, CA 92335 
The Quail And Poppy 
Helen Trout 
1189 W. Evergreen St. 
Rialto, CA 92376 
Products Unlimited 
John Wild 
17125 Elaine Ave. 
Fontana, CA 92336 
FAF Consultants 
Harold Ulrich 
13591 Brandon Ct. 
Fontana, CA 92335 
American Pacific Demolition 
. Michael Madison 
15017 Willow 
Hesperia, CA 92345 
Lorna Linda Brass Society 
Douglas Macaulay 
26442 Redlands #27 
Redlands, CA 92374 
Garrett and Associates 
Richard Garrett 
5196 Benito No. 18 
Montclair, CA 91763 
700 Discount Store 
Yun Cha Choi 
700 N. Mt. Vernaon 
San Bernardino, CA 92411 
SGI Software 
Martin Pugh · 
13411 San Bernardino 
Upland, CA 91786 
Party World No. 205 
Beverly Arnold 
349-351 S. Mountain 
Upland, CA 91786 
CR Cabinets 
Kenneth Consaul 
800 E. Washington 356 
Colton, CA 92324 
Classy Cleaners 
Sharon Denise Osborne 
24 3 E. Baseline 
San Bernardino, CA 92405 
Howze Liquor 
Issa Hawara 
846 E. Williams St. 
Barstow, CA 92335 
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Letters To The Editor Editorial Reply 
The Inland Emplfe 
Business Journal 
Welcomes Your 
Input and Replies 
regarding art1cles 
that appear 1n the 
Journal. As space 
perm1ts, we will 
print replies and 
comments from 
the readers. The 
opinions ex-
pressed by the au-
thor of each story 
is unique to that 
author and may or 
may not be one 
shared by the 
Journal, its staff 
and Publisher. 
Please address all 
correspondences 
to: 
Inland Emp~re 
Business Journal 
Letters To 
The Editor 
245 -A? Fischer 
Costa Mesa, CA 
92676 
w._ .tand by Lht.. ar\ld( f·ormt•r l'<htor Rotx·n Kemp dtd ont.act a ·nwr olft( rat 
T c.\:S Dcvcloprncm rcg;mlmg tho: story A always, advcrtmng and cditonal arc 
cnmpktdy !:>l'par.uc m the "Inland Emptn• Bu,LO.;'s Journal. Our cditonal sp· e s 
not for salr However. we shall conunuc to sohcn your advcnmng and report on 
any n~.:w~"'orthy cv.:nL~. JXhtllve or nc •.ttt\c conccmmg T&S DcvciOIJmcnt 
O"F 0 \\ Sl\11 1\j..\ R FO R PF O PU. 1\ HlS I ~ ESS 
OR ST..\RTJ '\;( , A IH Sl'l· SS 
L ·.tm "'hat 11 lakes to ~Lart and opcmtc a successful bu~mc through a semmar to 
be hl'ld on Tuesday, July 10, 1990 from 9:00a.m. to 4:{Xl p.m. at the County 
GovcrnnK·nt Center, Joshu.l Room, 385 Norlh Arrowhead Ave, San Bcmardmo, 
Cahfom1a 
Condut"tcd by the US. Small Busmess Administratton. m ~.:onjunction with the 
Scrv1cc Corps of Rctin d E:o;c. utives (SCORF), th1s program 1 dcs1gned to provtdt. 
mfonnal!on to p( opl~ 
throughout R Lver!ildC 
1nd San Bcrnardmo 
c;ountii.!S v. ho plan to 
W.rt a busmess or re 
ccrnly cst.Lbll~hcd a 
busLnevi. 
Topics to he dis-
c:u• ~d hy professionals 
will be site location, 
at:quinng c:apLtal, re 
cordkccping. increasing 
aks through advcrtLs 
ing and promotion, and 
lega l procedures. The 
S15.1XJ fcc mcludcs cor 
ke and materials. Pre-
registration is required. 
For additiOnal infor-
matifon t"all the Santa 
,\na Sm.lll Bus1ness 
Adm tnistration Office 
at {714) !06-2494. 
Job Deadlines? Femlly Problems? Feeling 
Overwhelmed? 
Stgn-up today fro stress management classes Call {714) 399-1904 for the next 
avatlable class 
Four classes $25 each 7 00 pm - 8 30 pm 
Rosalie M T amshlta, LCSW 
lnd1vidual, Marnage and Family Counseling 
9089 Baseline Rd Ste 201 • Rancho Cucamonga, CA 91701 
Windjammin' 
Hep aboard for a great adN!111Me. 
C Tte S3Lll"' yv.rtl -1( ~beac:he-: arnla r-
C .-.bbeany llevl" knew c ~hOspLta tyyouwt 
e~ sted S awa~ a tall sh1p evr for ' 
tl'lllhafXSbackto.• :rtherllme AI dvourWndsa,rr :~er 
5.1 , irK.f'll0 iSlands not normally you have comfOrtable Tl· 
VISited by other~ Lush iSlands mOdatio Great hOme J01u19 
,'Mthhrstory warmpei:JII> and plenty J! ActNities ll ' 
1y blttew' 'S SL)Qar kmds com te a~at10n 
th chow:esareyour. 'rtl fl 
lh· pace 
'rtlucansetectamonQSIXol 
ling Ships CrutsessetSaJI 
1terentrt1ntranesthrougf\. 
tthebeaultfuiG.lnbbean All 
tt'.J!· ... ondertulbarefoot 
mahty 5o come satl;rway 
, us Co:T.ea W1ndpm 
;act.Jy startat~ 
yourtrM,iQefi\OfcaU 
t lr,a\1·800-327·2601 
1Flo'ldaHIOO-:J2·'364l 
Wmd{afl'lmef Ban>fr,ll Cn 
ltd PO Box'W Dept 
M1 mtBe t1 Fl "'1119·0120 
Meet John L. Mar~oni, President, a.nd 
Rich Macaluso, Asszstant to the Preszdent 
" We' It' a local compauy, founded in Satrta Ana 
srxteen years ago and l'l.'presented now with 
seve11telm brancltt•s m five Soutlrem Cnlifonua 
counties. Some of tire tJurteetr origmal staff 
members are strll herr, domg busmess with 
the same clients over the years," says 
John Marcom, presrdent mrd founder of 
tire company. " That says somethmg. 
We haven 't lost touclr with what's 
important m this fmsinrss, personal 
semice, dn.lf'lopmg good workmg 
relations/ups witlr our chents, 
and most importantly.. closing 
transactio11s quickly and 
rfficrently." 
f?T~~ ORANGE COAST 
~U TITLE COMPANY 
COMMITMENTlD SERVICE Sl"'CE 1974 
1 (800) 544-3515 
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HealthLink. 
The Business Link To Healthier Employees 
HealthLink is a full-service, 24-hour, seven-
day -a-week health care supplier created specif-
ically to meet the needs of business. 
We're a free- tanding clinic within a hospital 
with our own licensed medical staff. Yet the 
con iderable resources of a highly re peered 
hospital are available to us at all time . 
Every HealthLink program or service is 
designed to help businesses save money and 
improve employee health . 
H eathLink can: 
• Reduce your health care costs and insurance 
premium . 
• Improve worker productivity. . 
• Return workers to their jobs more qUickly 
after work-related injuries. 
• Reduce the number of problem worker cases. 
• Cut ab enteeism. 
Health Link meets your emergency and gene~al 
industrial medicine needs requiring immed.I-
ate attention . But we also offer many rehabil-
itation and health promotion progra~s as 
well as ea y-to-implement cost contamment 
measure . 
O ccupational Medicine. . . 
Our Occupational Medicin~ s~rv1ces mclude : 
• Full range of medical speCiahsts on staf~. . 
• Occupational health pre-placement testmg m 
full compliance with CAL/OSHA and FED/ 
OSHA regulations. . . 
• Annual management/execunve health mam-
tenance programs. 
• Back injury rehabilitatio~ . . . 
• Ba eline screening, momtonng and medtcal 
surveillance. 
And Lower Costs. 
• D.O.T. driving examinations. 
• Drug and alcohol screening. 
• Hearing, vision and pulmonary function 
assessments. 
• High blood pressure, diabetes and 
tuberculosis screening. 
• Physical therapy. 
• Pain management. 
• Work hardening. 
• Return to work clearances. 
• Disability evaluation. 
• Safety inspections. 
H ealth and Wellness Programs. 
Prevention isles costly than treatment. 
That's why we provide a full-range of pro-
grams to promote good health among your 
employees. 
• Comprehensive physical exams and health 
history evaluation. 
• Con ultations with medical speciali ts. 
• Computerized individual nutrition evalua-
tion and programs. 
• Educational bu ines breakfasts for busines 
managers. 
• Health risk appraisals. 
• Phy ical capacity testing. 
• Stress management. 
• Eating disorders. 
• Smoking cessation. 
• Substance abuse abatement. 
• Weight management. 
• CPR/ first aid classes. 
• Back care management. 
• Women's health issues. 
• Cholesterol control. 
• High blood pressure control. 
• Diabetes screening. 
• Mammography testing. 
Cost containment. 
Healthlink can save you money with a compre-
hensive program of cost containment services. 
• HealthLink discounts of 20% on inpatient, 
outpatient and physician care, as well as 
many other health services. 
• Physician Preferred Provider Organization 
affiliation. 
• Employee assistance programs to help 
worker with financial, legal or emotional 
problems through timely intervention, 
counseling and referral. 
HealthLink. A Healthy Decision. 
To find out how you can improve your em-
ployees' health and lower your healthcare 
related costs, call Healthlink today for more 
information . (714) 988-3895 
~ Doctors' Hospital of Montclair 
5000 San Bernardino Street 
Montclair, California 91763 
(714) 625-5411 
Ontario Community Hospital 
550 North Monterey Avenue 
Ontario, California 91764 
(714) 984-2201 
